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: o ~ 4 e ee offers a 
| Bes yang franchise such as you never 
fs heard of before... . 


Read the Facts 


Here are just a few of the features of the sensa- 
tional new REGO Franchise: 
Absolute protection against obsolescence . . . 
Tested program that insures a definite volume of 
business . . . 
A course of training that guarantees a generous 
profit... 
Protected territory .. . 
A line of equipment that meets all demands. 
We can prove to you that the potential market 
F ” 7 for Pint amar Mage 4 0g scratched. 
° And we're prepared to show a few enterprisin 
rancnise distributors ‘ae to go after that ba. aa 
make real money out of it. 
ee - ee 7 I If you want ACTION, write or wire for details of 
the REGO Franchise. 


UT MuCLGUL Ml = rip BASTIAN.BLESSING COMPANY 
‘@) p portu n iT 240 E. Ontario St., Chicago 
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The World's Largest 








Mirs. of Taps and Dies 














George Poirier 
George is a Greenfield Service Man, operat- 
ing in Ohio and Michigan. Before helping 
our customers get the best out of Greenfield 
taps he spent years making them himself. 


WHAT YOU 











Charles Coe 
He has spent 21 years in Greenfield's serv- 
ice, much of it as District Sales Manager 
in New York City. Happy, congenial 
**Charlie’’ has hosts of friends who look to 
him for advice on small tool selling. 


Should know about DIES 








The “Acorn” Die shown above is 
strictly a production item, and is 
for machine tool use only. It re- 
quires a special holder and its big 
points are super-accuracy, fine ad- 
justment and amazing production. 





This is a Round Die, the most com- 
mon and widely known type. It is 
not as accurate as an Acorn Die, 
nor so easily adjusted, but is widely 
used in production work. It is also 
used in the less expensive grades 
of screw plates. 


This is a “Little Giant” Die. It is 
used solely in screw plates. Its big 
features are wide adjustment and 
ruggedness. Any “Little Giant” 
Die will fit any “Little Giant” Col- 
let. They have been interchange- 
able for 50 years. 





The Hexagon Die is used for re- 
threading work. It is non-adjust- 
able, but has the advantage of 
operating in very close and con- 
gested spaces. Can be used with 
monkey or open-end wrenches, or 
in a socket wrench. 





This die, a Square Bolt Die, is 
used in heavy repair work. Rail- 
roads particularly favor it. It is 
non-adjustable and fits the same 
stocks as square pipe dies. 
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Jack Sutter 
Everybody south of Mason & Dixon's line 
knows Jack Sutter. He's been representing 
Greenfield for ten years and doing a mighty 
fine job of it, too. 


GRE ELD’S 
TO INES 


1. Serew Plates 
2. Taps 

3. Dies 

4. Twist Drills 
5. Reamers 

6. Gages 

7. Pipe Tools 

8. Machine Tools 















Simplify 
Your Selling 


ry? 

Taps 
Of course taps are even more impor- 
tant than dies, as the volume runs 
larger. The Greenfield Line includes 
all types of carbon and high speed 
steel taps. We also furnish from 
stock ground thread and Tru-Lede 
Taps for high production work. 


Other G reenfield 
Money Makers 





Screw 
Slotting 
Cutters 
We, 
ra 
Z 
Twist 
Drills 
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Mill Supplies 


Believes— 


1. More selective 
selling is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 


ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 


ene 


A. M. MORRIS 
General Manager 


Cwe 


E. J. McOSKER 
Sales Promotion Manager 


J. A. CHANNON 
Merchandising Counsellor 


E. N. eemenichiens | 


ales Manager 
JOHN ORA 


NEW YORK OFFICE: 

280 Madison Ave. 
H. E. THAYER, Manager 
J. J. McNEVIN 
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Still Going Strong 


After 17 Years 


Over 3250 SKF Hangers 
Effeecting Big Savings 
for Atwater Kent 
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Over seventeen years ago the Atwater Kent 
Manufacturing Co., at Philadelphia, one of 
the largest electrical and radio companies, 
started using SXIGF Self-Aligning Ball Bear- 
ing Hangers in its plant. Ever since that 
time they have been adding {SIP Hangers 
until at present they have over 3250 of vari- 
ous sizes, sold to them through our author- 
ized distributor, Charles Bond & Co., Phila- 
delphia. 


Such acceptance year after year can point 
only to one conclusion... satisfactory PER- 
FORMANCE. And it is on that basis that 
many similar installations have been return- 
ing dividends for years in reduced power 
consumption, less oiling and lower mainte- 
nance. The best proof of this is that today 
there are over 3,000,000 Si0S/P Hangers in use 
in varied industries throughout the world. 


The experience of manufacturers in many 
industries checks with the results secured by 
Atwater Kent. They find that thousands of 
dollars are saved annually with SXF 
Hangers. It is not unusual for SCS Hangers 
to pay for themselves in two years’ time...or 
less. Added to this is the certainty that pro- 
duction in the plant can be maintained 
without worry of enforced shutdowns due 
to bearing trouble. 


If you would know what such performance 
would mean in your plant, write us today, 
and SULCF engineers will give you the answer. 
No obligation of course. SKF Industries, 
Inc., 40 East 34th Street, New York, N. Y. 


2703 





BALL BEARING 
H AN GER 8 
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a Profil 1wEM.. 


BACKED BY A SALES PLAN 





OF OUTSTANDING MERIT 


REPUBLIC’S 
5-POINT SALES 
POLICY .. . 
PROTECTS YOU 
ON THESE 
CHAMPION LINE 
ITEMS 


Hi-Speed Belting 
Jersey Creamery Hose 


Super Service Pneumatic 
Tool Hose 


All Service Water Hose 
Pump Sleeves 
Oil Well Belting 
Green House Hose 
Super Service Steam Hose 
Rotary Hose 
V-Belts 











Metiosn § ; ee 


REPUBLIC CHAMPION 


V=-BELT 


THE Republic 5-Point Sales Policy is known wherever 


Mechanical Rubber is sold. It is positive protection to the 





distributor that he will not meet with competition in his own 
territory from his own source of supply. And by adding to 
the famous Champion Line another product such as V-Belt 
—a profit itemn—Republic believes there is still further reason 
for the distributor looking with favor on Republic's Policy 
and the merit of the product. 


* 
The Republic Rubber Co. 


Youngstown, Ohio 





Republics Champion Line ts the Markets Finest Product 
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Patented 











Patented 


Fig. 100 — “Hallowell” 
Fig. 300—‘Pioneer,” the Steel Shaft Collars com- 
original Steel Shaft Han- bine unbreakability and 
ger; revolutionized shaft Fig. 920— “Hallo- Fig. 918—‘‘Hallo- machine finish with low 
hangers; only steel hanger well” Steel Chair well” Steel Chair, price; that’s the secret 
with integral feet. Millions with adjustable legs Fig. 919—‘‘Hallo- with removable of their world-wide popu- 
in use the world over. to suit heights. well” Steel Stool. back. larity. 





Fig. 232—“‘Unbrako” 
Hollow Set Screws 
stand up under pun- 
ishment that wrecks : = 
other screws. Made 7G . ‘ 4 Fig. 220—“Unbrako” 
of alloy steel, heat : 2 Socket Head Cap 
treated; therefore, l'at’'d and Pat’s Pend’g a ; Screws are being 
tough yet hard, so . j ae used more and more 
points don't mush- 


d on all kinds of dies, 
soem, hex doesn’t Fig. 732—“Hallowell” Steel Work Bench, jigs, tools and ma- 
round. serviceable, outlasts wood; carried in chinery in general. 
stock for immediate shipment; inexpen- Handiest screw in 
sive, fireproof. 1368 different sizes of the shop. 
“Hallowell” Steel Work Benches and 
Tables made. Full line of “Hallowell” 
Steel Bench Drawers—fireproof. 
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Fig. 1041—"HALLOWELL”" Steel Bench Drawer for Steel Top 
Pat. Applied For Work-Benches and Tables. 
Pat. Applied For 
Fig. 752—“Hallowell” Steel a * m Pp 
Floor Truck, tilting type; Without a Drawer the Bench is soon littered with Fig. 754—“Hallowell” Steel 
Roots a welded — of ~ yet tools and looks a mess and the first thing you know — yc gee type; 
nothing to wor oose and re- . = . * * strong, smooth, one-piece top. 
pair, so cost of maintenance tools will be missing, time will be wasted, jobs delayed Won't splinter; no nail heads 
practically nil. and profits reduced. or screws to tear and scratch. 














STANDARD PRESSED STEEL CO. 


SONOS BRANCHES 
INTOWN 
Boston JENK »PENNA. pe ce i 
cutense nea ST.LOUIS 
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THE TROUBLE SPOT IN 
THIS MAN'S FACTORY 


.. Nutting the bolts 


How the RB&W engineering 
service helped a customer 
speed up assembly , 


“Your bolts and nuts don’t fit— 
they slow down production—I can’t 
use them. What are you going to do 
about it?” 

So said an R B & W customer re- 
cently, a manufacturer who had 
changed his fit specifications several 
times on orders for specially finished 
bolts and nuts used in assembling 
his product. 

Especial care had been taken to 
give this man what he ordered, with 
extra inspections just before ship- 
ment. After his ultimatum, as ex- 
pressed above, he was visited by a 


representative of the RB & W En- 
gineering Service. 

Our investigator soon found the 
trouble. The bolts and nuts were 
not at fault, but the nuts were being 
put on the bolts by a mechanical 
device that was impractical, pre- 
venting proper alignment of 
the threads. We showed the 
customer the sort of nutter 
he needed, and when he had 





BOURKE-WHITE PHOTO 





installed it his production volume 
exceeded all previous records. 

When bolts and nuts give you 
trouble, in the handling in your 
plant, or in use in your product, 
consult the R B& W Engineering 
Service. Our specialists can ad- 
vise you in all matters relat- 
ing to bolt and nut design, 
and their efficient, econom- 
ical use. 


RUSSELL, BURDSALL & WARD BOLT & NUT CO. 


PORT CHESTER, N. Y. 


Sales Offices at Philadelphia, Detroit, Chicago, San Francisco, Los Angeles, Seattle, Portland, Ore 


ROCK FALLS, ILL. 


CORAOPOLIS, PA. 
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of very material benefit 


to us in maintaining our sales 


4/4 


volume in these trying times. 


e Here is another concrete example of 
the powerful sales aid rendered by 
Donnelley-built catalogues to live dis- 
tributors during these trying times. 


e And by the way, how many distribu- 
tors do you know of whose financial 
ratings have greatly increased despite 
the conditions of the last eighteen 
months, as has been the case with 
Klinger-Dills Company ? 


e Now as never before, your sales and 
profits depend upon efficient selling. 
And it is impossible to sell supplies 
efficiently or economically, under existing 
conditions, without the aid of catalogues. 


: & Boma So., 
so 8. Ot.,* 
oago, Tll. 

Attention:- Mr. C.F. Beesley, Jr., Director : 
Dear Mr. Beezley:= 


It is now a eters oree pH oc ee a ag 
oduced our last catalog. e, course, 
wd molt figures we feel that getting this rpc ge a an 
out at the time we did has been of very material 
to us in mainteining our sales volume these trying 
times. . 


We indeed ap: ve of your continued. 
of ed4itional catalog pages you have sent us since our 2 ie 
—— wes issued and which you were in no wise obligated 


We are certainly well cold on oat ee 

plan and results obtained therefrom, especially in 7 

of the small amount of detail work formed by ox 

made possible by your method of unit production of the ~ 

catalog. Psy. 
ae 
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THE GOOD MECH 

















SINCE 1897 


ANIC’S CHOICE 





“U.S. Drills 
Outrun 


Them 
All” —says LOUIS on 


DER, victor of many auto- 
mobile races, including first 
place this year in the famous 
1931 Annual 500-Mile Race 
at Indianapolis. In his sev- 
eral years of racing, he has 
used tools of many kinds, 
but now uses only U. S. 
Drills in servicing and re- 
building his four racing cars 
after races and crack-ups. 


OU can safely promise and guarantee more when you sell U. S. 


Drills. Greater power under long, hard usage. Longer life. Less 
servicing—and easier servicing. These advantages make U. S. Drills 


easiest to sell—and keep them sold. 


Definite, superior features are the 
reasons for U. S. advantages: Die- 
cast Bohnalite housing — stronger 
than aluminum. Chrome-nickel 
alloy steel gears and many others. 


The U. S. policy of selling only 
through distributors means biggest 
profits, too. And U. S. products com- 
prise the broadest line of its kind in the 
world—drills, grinders, buffers, flexible 
shaft machines, screw drivers, etc. 
Write today for the new Catalog No. 
33 just off the press. 







U. S. Y-Inch 
Special Drill 


450 R.P.M. 
Under Load 


Exceptionally fine for 
all-purpose work. SKF 
Ball Bearing armature— 
Timken double 
thrust bearings in 


th huck spin- 
dle. ey AP. wal $48 


The United States Electrical Tool Co. 


Oldest Builders of Electric Drill 


s and Grinders in the World 


Dept. H, 2498 W. Sixth Street, Cincinnati, Ohio 


Export Sales Representatives- WESTINGHOUSE ELECTRIC INTERNATIONAL CO.—150 Broadway, New York City 
Canadian DivisionmMAPLE LEAF ELECTRIC TOOLS, Ltd.—Toronto 
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Built for 
the Job = 


—That’s Why 


THERMOID 
Hose Withstands 
the Job’s Hardships 














The success of all Thermoid products is the result 
of the thoroughness with which the requirements 
of each individual job are studied by Thermoid 
engineers. In the case of Thermoid Hose, for 
example, the ability to resist rough usage is the 
first consideration. 


Exposed to the weather, pulled around sharp 
corners, run over by trucks and dragged along 
rough floors. These are but some of the hard- 
ships to which hose is subjected in daily use. 
These are the hardships that Thermoid Hose 
resists. 


Dealers in mill supplies know to their profit, and 

to their customer’s satisfaction that Thermoid 

Hose serves longest and best under all conditions. THERMOID No. 400 
Recommend it now for present sales and future TRANSMISSION BELT 


business. Rubber transmission belts seldom wear 


out by abrasion, they mostly wear out 
internally. In the Thermoid No. 400 
belt internal wear is reduced to a min- 
imum by special processes which thor- 


oughly impregnate the duck and provide 
just the right thickness of high-grade 
rubber between the plies. The excellent 
elasticity and wonderful aging qualities 
Hi Oo us E of the friction in this Thermoid belt 
make it the choice wherever efficiency 
BELTING and PACKINGS and economy rule 
THERMOID RUBBER COMPANY, Factories and Main Offices, TRENTON, NEW JERSEY 























More Reasons Wuy It Pays to 
SPECIALIZE ON THE 
BLAcK « Decker LINE 


and Cup Brushes for Use 
with Bench, Portable, and 
Flex Disc Grinders 


THe Brack & Decker Mec. Co. 


TOWSON, MD., U. S.A. 
World's Largest Manufacturer of Portable Electric Tools 





Shown below are a few of the 
items that make up the complete 
line of Black & Decker Portable 
Electric Tools—the line that 
leads the way to more business. 





Electric Hammers 


Electric Valve 
Refacers 


Electric Bench 
Grinders 


Electric Tool 
Chests 


Portable Electric 
Grinders 





Electric Polishers and 
Supplies 





Electric Glue Pots 





Electric Fender 
Straightener 
















These Are No Times 
for Scattershot 
Selling 


This tested Black & Decker plan 


gives you a high-powered rifle— 
aimed straight at the Bull’s Eye. 


*5 all very well to paint pretty pictures about business. It certainly 
sounds nice to hear a lot of glittering generalities. But idle words 
don’t get you any Sales. 


In times like these you have to know where you are going. You 
can’t run haphazardly about the map, trying to make sales in every 
nook and corner. That’s too costly. 


It’s alot safer, surer and more profitable to follow the Black & Decker 
Plan. The plan that analyses the sales possibilities of each product, 
makes a definite chart of where sales can be made, and then sends the 
salesmen to customers, rather than to vague prospects. 


The chart on the opposite page is one of a series that have appeared 
in this publication, showing distributors just where they can get 
business on the Black & Decker Line with the least effort and the 
greatest profit. By following this chart, you don’t make aimless calls. 
You know where your customers for Wire Wheel and Cup Brushes 
are. You make a larger proportion of sales. And you get repeat busi- 
ness. 


What’s true of the Brushes, is true of every item inthe Black & Decker 
Line. Distributors who specialize on the line, and follow the charts in 
selling the line, make money—even in these dull days. Their cus- 
tomers standardize on Black & Decker Tools. Larger initial orders, 
and constant repeat orders are the result. 


Of course, Black & Decker backs up distributors in other ways. We 
reach the buyers with national advertising. We sell through dis- 
tributors only. We protect your resale prices. We protect you against 
loss through price reduction. We constantly improve and develop the 
line. And we give you 24-hour service at 68 strategically located 
service stations throughout the country. 


Naturally Black & Decker policies like these, adhered to ever since 
we have been in business, make money for high grade distributors in 
all parts of the world. The Black & Decker Mfg. Co., Towson, Md. 
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USE THIS SALES GUIDE CHART 


lt will help you to develop your existing markets 
and to find new ones. New uses mean more business. 


APPLICATIONS OF WIRE BRUSHES 
USED IN BLACK & DECKER ELECTRIC TOOLS 























INDUSTRIES 


Agricultural Implement Mfg. — — 





Apartment & Bldg. Maintenance 





Artificial Limb Mfg. 
Automobile Factories 
Automotive Products Mfg. 
Aviation Industry 

Brick and Clay Industry 
Contractors—General — 
Canning Plants 
Cabinet Mfg. — 
Drug and Chemical Plants 


Electrical Contractors 
Engine Motor Mfg. ——™ 
Explosive Mfg. 

Factory Maintenance | 
Flour Mills its 
Foundries 


Furnace and Stove Mfg. | 




















| 
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Furniture Mfg. Metal and Wood 


Gas Mfg. 

Glass Mfg. 

Hardware Mfg. 

Ice Mfg. 

Iron and Steel Mfg. 

Leather and Tanning Plants 
Lime and Cement Mfg. i. 
Machinery Mfg. 





Mill Work 
Mines 
Office Equipment Mfg. 

Oil Refineries _ 

Packing Houses 

Paint and Varnish Mfg. 

Paper and Wood Pulp Mfg. 
Petroleum & Natural Gas Wells 
Piano and Musical Instr. Mfg. 
Plumbing and Steam Fitters 
Quarries pit 
Radio Industry 

Railroad Car Mfg. 

Rubber Goods Mfg. _ 
Ship Building —_ 
Steel Works 
Textile Industry 

T y Mfg. 

2 runk and Bag Mfg. 


Reclaiming metal castings and parts 


of old equipment 
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rt from 


Removing rust-scale and di 


1 steel, | 
lroad | 
incidental to painting | 


buildings, bridges, ships, rai 


ornamental iron, structura 
cars, etc., 
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Removing old paint from metal 


| Cleaning scale from boilers, tanks, | 


| 
| 


Cleaning dirt, rust, tar, etc. from 
tank carsand trucks, tractor equip- 


| ment, road equipment, etc. 
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Maintenance 
i ies: (eines | 


| 


Cleaning pipe threads and 
| Cleaning metal surfaces before 
Cleaning soldered joints 





Touching up auto bodies and 


| Removing carbon deposits from 


cylinder heads and blocks, valves, | 


etc. 
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Production 


| Removing scale and dirt from metal 


surfaces before welding 


| Cleaning metal and rubber moulds 


Cleaning metal forms used in 
| concrete work 
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BLACK & DECKER SERVICE | 
For BLACK & DECKER | 


PORTABLE ELECTRIC TOOLS 


& 
HERE’S no repair or service problem for the 
distributor handling Black & Decker tools. No 

soothing of a peevish customer necessary while 

tools cross a continent for repair or wait for needed 
parts. Sixty-eight complete Service Stations spot the 
country from New York to Los Angeles, from 

Chicago to Dallas. There’s one no farther than over- 

amu night from you, ready to furnish immediate, careful 


ad These Branches are operated to service on all Black & Decker Tools. 
give real factory maintenance and 


repair service. Spotted throughout 
the country to save your time. 








Intelligent, factory-trained men make repairs ac- 


cording to the rigid Black & Decker standards. 
All orders are received in ae i 
the office. Here all records Make them within twenty-four hours, with genuine 
are made and checked. : : 
Black & Decker parts. All service work is guaran- 
teed; all charges are moderate. What's more, the 
Black & Decker plan of periodic inspection at a low 


flat rate helps eliminate repairs. 


Such super-service assures satisfied customers and 
stimulates repeat orders. It’s just another reason 
why successful jobbers throughout the world have 
specialized on the complete Black & Decker line. 
Add Black & Decker sales help from 15 Branch 
Tis tinihen Damien. wonend Offices, B. & D. leadership in advertising, B. & D. 


by factory trained men, which puts 


The stock rooms where parts are _—‘ tools in shape quickly, efficiently, dependability and quality and you see why sales 
kept for every size Black & Decker intelligently. 


Tool. from the Black & Decker line are assured. 








THe Brack & Decker Mec. Co. 
TOWSON, MD., U.S.A. 
World’s Largest Manufacturer of Portable Electric Tools 
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Quality and Service 


Discriminating users of small 


tools demand Quality and 


Service —two vital require- 
ments which can be fur- 
nished by the distributors 


handling “National” Twist 
Drills and Tools. 


MANUFACTURERS 


of pARABOLIc 


MILLING CUTTERS 


ond WAG onus 


TWIST DRILLS - REAMERS - HOBS - MILLING CUTTERS - SPECIAL TOOLS 
NATIONAL TWIST DRILL & TOOL COMPANY 
DETROIT, U. S. A. 


New York, N. Y. Philadelphia, Pa. Chicago, Ill. Indianapolis, Ind. Cleveland, Ohio 
TAP & DIE DIVISION, WINTER BROTHERS CO., WRENTHAM, MASS. 
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These Manufacturers Who Sell Through 


MAINTENANCE ENGINEERING 


Read by maintenance superintendents, plant engineers, master mechanics, 


Alemite Corporation 

Alexander Brothers, Inc. 
Allis-Chalmers Mfg. Company 
American Blower Corp. 
American Cable Company 
American Fixture Company 
American Pulley Co., The 
Appleton Electric Company 
Black & Decker Mfg. Co. 
Bussmann Mfg. Company 
Byers Company, A. M. 

Colt’s Patent Fire Arms Mfg. Co. 
Cutler-Hammer, Inc. 

Dayton Rubber Mfg. Company 
Dayton Safety Ladder Co. 
Detroit Belt Lacer Company 
Diamond Chain & Mfg. Co. 
Dixon Crucible Company, Joseph 
Efficiency Electric Company 
Electric Valve Mfg. Company 
Fafnir Bearing Company 

Falk Corp. 


Gates Rubber Company 


MAINTENANCE 


(Formerly INDOSTRIAL ENGINEERING) 


520 N. Michigan Ave. 


chief electricians, etc. 


Gears & Forgings, Incorporated 
General Cable Company 

Gilmer Company, L. H. 
Goodrich Rubber Co., B. F. 
Houghton Company, E. F. 
Irvington Varnish & Insulator Co. 
James Mfg. Company, D. O. 
Jeffrey Mfg. Company, The 
Jones & Laughlin Steel Corp. 
Kester Solder Company 

Lincoln Electric Company, The 


































































A MeGraw-Hill Publication 


Linde Air Products Co., The 
Link-Belt Company 

Mica Insulator Company 

Morse Chain Co. 
Norma-Hoffman Bearings Corp. 
Ohio Valley Pulley Works, Inc. 
Philadelphia Gear Works 
Quincy Compressor Co. 
Reading Chain & Block Corp. 
Reeves Pulley Company 
Republic Rubber Company 
Rockwood Mfg. Company, The 


Roebling’s Sons Company, John A. 


Sight Feed Sales Company 
S. K. F. Industries, Inc. 
Skilsaw, Incorporated 
Standard Pressed Steel Company 
Thermoid Rubber Company 


Thompson Electric Company, The 


Timken Roller Bearing Co., The 
Tyson Roller Bearing Corp. 
Wagner Electric Corporation 
Westinghouse Lamp Company 
Wood’s Sons Company, T. B. 


‘ a ——— ry 
KE NGINEERING 


Chicago. Tlineis 





Worthington Pump & Mach. Corp. 
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to help you sell! 


Let’s get this straight. Advertising rarely gets the actual order but it does unquestion- 
ably reduce the amount of sales effort required to get the order. 


You are particularly fortunate at this time if you handle the products of any of the 


manufacturers listed on this or the opposite page. 


These concerns are aggressively 


backing their distributors by advertising the products you sell to your best prospects 
in all lines of manufacturing. 


Distributor 


s Are 


Advertising 


in— 





FACTORY AND 


Read by general 


Alemite Corporation 
Allis-Chalmers Mfg. Company 
American Blower Corporation 
American Steam Pump Company 
American Well Works, The 
Anchor Post Fence Company 
Barrett-Cravens Company 

Bassick Company, The 

Binks Manufacturing Company 
Black & Decker Mfg. Company 
Bond Foundry & Machine Company 
Buffalo Forge Company 
Chisholm-Moore Hoist Corporation 
Clipper Belt Lacer Company 
Cutler-Hammer, Incorporated 
Dayton Rubber Mfg. Co. 

Dayton Safety Ladder Company 
Deming Company, The 

Diamond Chain & Mfg. Company 
Divine Brothers Co. 

Gates Rubber Company 

Gears & Forgings, Incorporated 
Goodrieh Rubber Co., B. F. 


INDUSTRIAL MANAGEMENT 


managers, general superintendents, works managers, 


superintendents, etc. 


Hartzell Propeller Fan Company 
Houghton Company, E. F. 
Hyatt Roller Bearing Company 


Independent Pneumatic Tool Co. 


Jeffrey Mfg. Company, The 
Kester Solder Company 
Link-Belt Company 

Marion Malleable Iron Works 
Modine Mfg. Company 
Morse Chain Company 


Factory and Industrial 


Vianagcment 


Hebert Save Ser Learber 
) ona ee 








Norma-Hoffman Bearings Corp. 
Norton Company 

Nutting Truck Company 

Ohio Valley Pulley Works, Inc. 
Osborn Manufacturing Co., The 
Porter, Incorporated, H. K. 
Propellair Company 

Puro Sanitary Drinking Fountain Co. 
Pyrene Manufacturing Company 
Quincy Compressor Company 
Reading Chain & Block Corp. 
Reeves Pulley Company 
Richards-Wilcox Mfg. Company 
Rockwood Mfg. Company, The 
Roebling’s Sons Company, John A. 
Rundle-Spence Mfg. Company 
Skilsaw, Incorporated 

Swartwout Company, The 
Thermoid Rubber Company 
Timken Roller Bearing Co., The 
Tyson Roller Bearing Corporation 
Veeder-Root, Inc. 

Wagner Electric Corporation 


Yale & Towne Mfg. Co., The 


FACTORY wo INDUSTRIAL MANAGEMENT 


520 N. Michigan Ave. 





A MeGraw-Hill Publication 


(hicage. linois 
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Bringing valve buyers to you 


F you are now carrying Jenkins Valves as so many other supply 

houses are, you know that Jenkins are a quality product. You can 
always count on them for giving good performance. Your customers 
tell you so. 


The story of Jenkins performance is the theme in all Jenkins adver- 
tising. Appearing regularly in the leading magazines, it is reaching 
architects, engineers, contractors, purchasing agents, factory man- 
agers, superintendents and others. Every month it is telling these 
valve buyers about the splendid service which goes with a Jenkins 
installation. 


But, equally important, all Jenkins advertising is directing these 
buyers to you. It continually reminds them that you can promptly 
fulfill their every valve need. 


JENKINS BROS. 


80 White Street 133 No. Seventh St. 524 Atlantic Ave. 646 Washington Blvd. 1121 No. San Jacinto 
New York, N. Y. Philadeiphia, Pa. Boston, Mass. Chicago, Ill. Houston, Texas 


JENEINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn., Elizabeth, N.J.; Montreal, Canada 


Jenkins 


BRONZE IRON STEEL 


VALVES 





See the complete Jenkins BOOK OF VALVES 
Catalogue No. 22A on pages 819 to 866, 1931 Since 1864 
edition of Sweet's Engineering Catalogues 
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FOUNDED IN 1910 BY ELMER CRAWFORD 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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How the work of the 

Merchandising 

Committee jas 
Progressed 


Starting from scratch 
scarcely two years ago, the 
Joint Merchandising Com- 
mittee of the Mill Supply 
Business has coordinated 
the efforts of the National, 
American, and Southern 
Associations, together with 
those of concerns with no 
association affiliation, to put 
into operation a practical 
plan for promoting thecause 
of economical industrial 
distribution 


O those who have been lulled, 

by the gradual progress of 
the Joint Merchandising Com- 
mittee’s work, into a matter-of-fact 
acceptance of it, a backward look at 
the conditions existing in the mill 
supply industry two years ago before 
the beginning of the Joint Merchan- 
dising Committee’s program for 
establishing the economic importance 
of the distributor, shows by contrast 
what definite progress actually has already been made. 
At that time the feeling among manufacturers that 
distributors were not fulfilling their functions properly 
and the similar feeling among distributors in regard to 
manufacturers was so strong that this dissatisfaction 
was causing direct selling, price cutting, territory-jump- 
ing, and complete lack of cooperation between distribu- 
tors. It is quite probable that this lack of harmony was 
also responsible for the increased competition arising 





R. M. Gattshall 


from other systems of distribution. 

The whole argument had reached 
such a stage in the mill supply 
business that trade associations rep- 
resenting both the production and 
distribution of mill supplies were 
without power to offer corrective 
measures, because membership was 
small and even that which existed 
was more or less indifferent. Further, 
there were differences of opinion 
between ‘trade associations which 
extended to territorial lines and even 
brought about bitterness 
individuals. 

This situation finally was given 
official recognition by the American 
Supply and Machinery Manufactur- 
ers’ Association in Atlantic City in 
1929, when Dixon C. Williams, president of the associ- 
ation, appointed a merchandising committee for the 
purpose of investigating conditions; laying plans for 
complete harmony between production and outlet and 
developing facts which would bring about greater vol- 
ume and profit as well as less sales expense to both 
factors. The ultimate objective was then, as it is now, 
to benefit the user of industrial supplies by eliminating 
costly procedure in distribution. (Continued on page 18) 


between 
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This committee was composed of: R. W. Procter, 
The Van Dorn Electric Tool Company, Towson, Mary- 
land, chairman; D. W. McAllen, S K F Industries, In- 
corporated, New York City; Frank J. Hill, Greene, 
Tweed and Company, New York City; D. W. Stock- 
ham, Stockham Pipe and Fittings Company, Birming- 
ham, Alabama; R. K. Hanson, secretary-manager, 
American Supply and Machinery Manufacturers’ Asso- 
ciation, Pittsburgh; and R. M. Gattshall, The Republic 
Rubber Company, Youngstown, Ohio. 

The committee, composed of manufacturers’ repre- 
sentatives, during its first 10 months of operation, con- 
ducted considerable nation-wide research among both 
manufacturers and distributors of industrial supplies 
which resulted in the deci- 
sion that the chief trouble 
lay in lack of coordinated | 
effort, and the very ap- 
parent fact that distributors 
of supplies as an industry 
needed to have their eco- 
nomic importance built up 
to themselves, their sources 
of supply and the indus- 
trial user. 

It was obvious that noth- 
ing further could be done 
toward this end by the 
manufacturers unless the 
distributors’ aid could be 
enlisted. Therefore, a num- 
ber of distributors were 
invited to meet with the 











manufacturers’ committee 
in Cincinnati, February 17, Vv 
1930. 


Members of the National 
Supply and Machinery Distributors’ Association in 
attendance were: P. O. Boylan, The W. M. Pattison 
Supply Company, Cleveland ; Harry Casper, Pittsburgh 
Gage and Supply Company, Pittsburgh; C. A. Chan- 
non, Great Lakes Supply Company, Chicago; Charles 
E. Curtis, The Western Iron Stores Company, Mil- 
waukee; George A. Fernley, secretary of the Associa- 
tion, Philadelphia; W. C. Hunter, The Ross-Willoughby 
Company, Columbus, Ohio; H. H. Kuhn, The Hard- 
ware and Supply Company, Akron, Ohio; and Lawrence 
G. Puchta, The Queen City Supply Company, Cincin- 
nati. 

Those from the Southern Supply and Machinery Dis- 
tributors’ Association in attendance were: J. L. Pitts, 
Brown-Roberts Hardware and Supply Company, Alex- 
andria, Louisiana; and Alvin M. Smith, secretary of the 
Association, Richmond, Virginia. 


ISTRIBUTORS present, who had no mill supply 

association affiliation, were: F. J. Hofacker, 
Evansville Supply Company, Evansville, Indiana; H. R. 
Ireland, Industrial Supply Company, Terre Haute, 
Indiana; and I. C. Fuller, Finney and Fuller Company, 
Incorporated, Utica, New York. 

To these gentlemen, the merchandising committee of 
the American Association presented a plan calling for 
coordinated effort, nation-wide research and eventually 
a national publicity campaign, based on facts developed 
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HE program of the Joint 

Merchandising Commit- 
tee of the Mill Supply Busi- 
ness has been developed to 
improve industrial distributing 
conditions generally, to the 
ultimate benefit of distributor, 
manufacturer, and user alike. Mr. Procter, who had resigned. 
You should be thoroughly in- 
formed as to the Committee’s 
activities. For complete infor- 
mation write R. M. Gattshall, 
executive-manager, Room 704, 
Mahoning Bank Building, 
Youngstown, Ohio. 


to acquaint all factors interested with the economic 
necessity and importance of the industrial distributor. 
The idea gripped the imagination of every man present 
and it was agreed that the program should be whipped 
into shape and presented at the triple meeting of the 
three associations in Memphis, April 1, 1930. 

This was done and the manner in which it was re- 
ceived at that convention was so much more favorable 
than any of its admirers had hoped, that all realized that 
at last a popular idea was uniting everyone present. As 
a result of this enthusiasm, the Joint Merchandising 
Committee of the Mill Supply Business was formed. 

Those appointed from the American Association were: 
R. W. Procter, The Van Dorn Electric Tool Company, 
Towson, Maryland; R. M. Gatt- 
shall, The Republic Rubber Com- 
pany, Youngstown, Ohio; D. W. 
McAllen, SKF Industries, Incor- 
porated, New York City; and R. K. 
Hanson, secretary-manager, Ameri- 
can Association, Pittsburgh. A few 
months later, D. S. Brisbin, Colum- 
bus-McKinnon Chain Corporation, 
Tonawanda, New York, replaced 


From the Southern Association 
were appointed: F. M. Archer, 
Superior Supply Company, Blue- 
field, West Virginia; and J. L. 
Pitts, Brown-Roberts Hardware and 
Supply Company, Alexandria, Loui- 
siana; and from the National Asso- 
ciation those appointed were C. A. 
Channon, Great Lakes Supply Com- 
pany, Chicago; and L. G. Puchta, 
Queen City Supply Company, Cin- 
cinnati, Ohio. Those without mill 
supply association affiliation were: F. J. Hofacker, 
Evansville Supply Company, Evansville, Indiana; and 
H. R. Ireland, Industrial Supply Company, Terre Haute, 
Indiana. A. E. Paxton, editor, M1Lt Suppties, Chicago, 
was made an advisory member. 

The Joint Merchandising Committee was a larger 
committee than had been the American Association’s 
Committee. Its members were more widely separated 
geographically and some of them were not even fully 
informed regarding the work which had already been 
done. Despite the fact that the new committee was 
unorganized and without funds, in 30 days after the 
Memphis Convention, it met in Indianapolis; adopted 
a report entitled, “Your Committee Recommends” and 
authorized the printing and mailing of it, and under- 
wrote the $3,000 needed to do the job. 

The following 10 men guaranteed the $3,000 needed 
to get started: R. W. Procter, The Van Dorn Electric 
Tool Company; R. M. Gattshall, The Republic Rubber 
Company; D. W. McAllen, SKF Industries; J. L. 
Pitts, Brown-Roberts Hardware and Supply Company ; 
F. M. Archer, Superior Supply Company ; C. A. Chan- 
non, Great Lakes Supply Company; L. G. Puchta, 
Queen City Supply Company; H. R. Ireland, Industrial 
Supply Company; F. J. Hofacker, Evansville Supply 
Company, and A. E. Paxton, Mitt Supp ties. 

Prior to the next meeting held in St. Louis, June 10, 
1930, the report authorized at In- (Turn to page 56) 
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Ordinary sales service is not 
enough these days. To get 
our business, salesmen must 
be of the creative type—able 
to make practical, construc- 
tive suggestions for cutting 
operating and maintenance 
costs 


By LOUIS G. NOBLE 


Buyer of Equipment and Mill Supplies, 
Frigidaire Corporation, Dayton, Ohio 


N the general offices of our purchasing 
j department, a monthly record is kept 

of the number of interviews granted 
by each buyer. While the number varies 
slightly from month to month, the general 
average is significant enough to lead to 
definite deductions. 

My average is 1,837 interviews a month 
or 22,044 a year. Approximately 50% of these inter- 
views are with distributors’ salesmen. Therefore, in a 
year’s time, I meet enough salesmen to learn considerable 
about how they operate. 

The general opinion seems to be that all the distribu- 
tor’s salesman has to sell is service; that in all other 
respects, the industrial user would do better by buying 
direct. Many distributors’ salesmen themselves are of 
this opinion. No doubt their volume gives testimony. 

Actually, however, there is something else the dis- 
tributor’s salesman can and should sell and that is econ- 
omy. He can do this not only by pushing fairly priced, 
high quality products, but by making practical construc- 
tive suggestions for reducing expenses in his customers’ 
plants. Progressive distributors recognize this fact and 
are rolling up sales accordingly. For example, one dis- 
tributor’s salesman recently suggested a different clear- 
ance and design on our reamers in order to eliminate 
chatters and excessive wear and thus produce a more 
accurate hole. Having for many years been a tool maker, 
[ am naturally interested in tooling operations and open 
to just such suggestions for doing specific operations 
better, faster or more economically. 

Another recommendation submitted by a distributor’s 
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Salesmanship that Gets 
Our Business 





Louis G. Noble 





salesman was a rubber impreg- 
nated belt which would resist abra- 
sion. Evidently, it is doing all he 
claimed it would, for just recently 
a requisition came in for the same 
brand to be used on another con- 
veyor. 

At the present time, we are very 
seriously considering an interest- 
ing recommendation—also submit- 
ted by a distributor’s salesman. It 
is a light weight hoist for overhead 
work, Instead of two men carry- 
ing material and supplies up a lad- 
der, only one will be necessary, if 
the hoist is purchased. In addi- 
tion to this labor-saving feature, 
the hoist has a safety feature, 
which will eliminate the hazard of 
overloading. 

Recommendations of this nature 
prove conclusively to me that the 
distributor’s salesman can make 
himself as invaluable to the indus- 
trial user as any manufacturers’ 
representative, 

Then, of course, the salesman 
on whom we know we can de- 
pend in an emergency is naturally 
mighty popular with us. 

When a representative of Mitt 
SUPPLIES requested me to write 
this article, he asked this question : 
“TIsn’t there one distributor’s sales- 
men you favor, other things being 
equal?” J admitted there was. 
Then he asked me why. In answering this latter ques- 
tion, | am going to use actual illustrations. 

On a recent Saturday, I was told that we needed some 
electrical parts immediately, I called this distributor and 
explained my predicament. An hour later his salesman 
delivered them personally. 

On another occasion, when production was stepped up 
without the customary notice, there were only two ma- 
chines which could turn out a certain job, One machine 
was loaded with production, but the other was operating 
at but 50% of its capacity. The problem was to get a 
chaser for the second machine, which would fit a smaller 
die head and produce a duplicate part. No one seemed 
to have in stock a chaser to fit the machine and only 
this salesman knew of a_ nearby source and saw to it 
that the chaser was on my desk the following morning. 


NOTHER time, we needed a gross of semi-special 
taps immediately—a fine-thread tap for a thin 
wall. Usually, distributors do not have over a dozen on 
hand, but whether by black magic or sleight of hand, 
this particular salesman managed to get us a gross 
before the dead line was up. 
He has performed similar services (Turn to page 62) 
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John W. Gosswe ler 


LMOST any good average salesman can sell some- 
thing to every customer, but it is the superior 
salesman who sells each of his customers all the 

things they need. Invariably, certain items are forgotten 
by both the buyer and the salesman at the time of the 
call, or if the salesman does remember some extra needed 
items, he mentions them in such a perfunctory way that 
they fail to register in the mind of the customer. Often 
it isn’t just a matter of forgetting. Sometimes, there 
are extra items that the buyer has never thought he 
needed and which, naturally, the salesman never thought 
he needed either. 

In order to have a better line on what my customers 
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My customer wanted to cut his over- 
head, but neither he nor I knew 
that he needed a crane truck until a 
plant trip showed us that 16 men 
were being used to load boats, where, 
with proper materials handling equip- 
ment, only three were needed. 


Vv 


L ittle 


REMINDERS 


really need, I maintain a filing system with space for 
each working day of the year. When I sell an order of 
carriage bolts to Jones, for example, I ask him how long 
the supply will last. I may find that the order will fill 
his needs for about two months. In this case, I allow 
for an unexpected pick-up in business and make a note 
to see him in about six weeks with reference to carriage 
bolts. This note is placed in my file under that date as 
a reminder. 

In this way, I concentrate my efforts on goods for 
which the customer is really a prospect, thus saving both 
my time and his. Even though the buyer is not ready 
at the time | remind him of the item, still he is forced 
to think of me in connection with it when he is in the 
market. If he is not ready to buy at the time, he will 
usually set a later date, reserving the order for me. 
Many salesmen who pride themselves on keeping in 
close touch with the needs of their customers would be 
surprised, after maintaining a file of this kind, to notice 
the increased number of items that they are able to sell 
a customer. 

In calling on prospects with whom you have never 
before done business, it is, of course, often hard to get 
a line on what they really need. I recall a case of this 
kind that showed not only the value of knowing the 
customer’s needs but of persistence as well. 

The prospect was a large industrial plant that I had 
been calling on for some time, but had never been able 
to sell. Because our firm was in a center where there 
were a group of industrial distributors giving quick de- 
liveries, and because we had no special price inducements 
to offer, it was especially hard to get new business. 
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I prepared a real sales talk and demonstration on files. At the 

time the customer was ready to reorder from his usual source 

of supply, I went after the business hard and secured a one-year 

contract. Thereafter, I began to keep a record of dates when 

customers would be in the market for certain items and since 
then I have been able to time my sales talks better. 


Vv 


A few simple selling methods 
that have proved 
profitable 


By JOHN W. GOSSWEILER 


Salesman, Manning, Maxwell and Moore, New York City 


hat Bring 


BIGGE 


As an opening wedge, I decided 
to concentrate on one of our ex- 
clusive items and convince this cus- 
tomer that, because of the superior 
quality of the product, he must at 
least buy this one item from us. We 
had a fine hack saw line and since 
nearby distributors did not carry 
this brand, I evolved the idea of 
using it as an opening wedge. 

As it happened, many men used 
hack saw blades in this plant, but 
the nature of the work was such 
that the blades used were not worn 
out but rather lost or broken. Con- 
sequently after carefully analyzing 
the situation, the company had es- 
tablished a policy of buying job lots 
and seconds for this work. 

I, of course, was entirely un- 
aware of this situation, and so [| set 
out bravely to sell better and more 
expensive hack-saw blades. Because 
[ represented one of the oldest and 
largest firms in the business, I was 
always accorded a courteous recep- 
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There are a number of specialties, 
such as this electric soldering iron, 
that are needed in every plant for 
repairs on various articles. In ad- 
dition to selling to companies who 
have no irons I also have sold this 
specialty in shops that had solder- 
ing irons of the old type by calling 
attention to the time saved when 
an electric iron is used. 





SALES 


tion and had no trouble at all in get- 
ting permission to see the superin- 
tendent and master mechanic. 

But when I did get in, these chaps 
had a fine time at my expense. They 
enjoyed my talk about better hack- 
saw blades and got a great kick out 
of turning me down flat, and so my 
brilliant idea came to nothing. 

But the time was not wasted. 
During my visits to the plant, | 
learned that orders for files were 
placed every nine weeks, 

Immediately my enthusiasm 
shifted from hack-saw blades to 
files. I demonstrated our files and 
had the superintendent try them. I 
used all the manufacturer’s reasons 
as to why this was a good file and 
then threw in a few of my own for 
good measure. The result was a 
one-year contract to furnish all the 
files needed in the plant. 

Possibly my sales presentation was 
entirely responsible for the order, 
but I believe (Turn to page 107) 
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This chute, built from the fifth floor to an 

alley which leads directly to the shipping 

room, makes it possible for four men to 

move a length of hose to the shipping room 

in 15 minutes. The same operation used 
to take eight men an hour. 


HEN modernization is undertaken in most large 
plants, it is the usual practice to consider first 
the savings which can be made on the large units. 


The purpose of this article, however, is to show the 
savings which can be made by modernizing the smaller 


units of a plant. In nearly every 
case, we have found the return on 
the investment to be higher and 
the expenditure less when modern- 
ization is applied to the small and 
often neglected equipment. 

In a program of improvement, 
particularly that involving smaller 
equipment, the industrial distribu- 
tor plays an important part and it 
follows, therefore, that he must be 


How We Have 


The plant improvements referred 
to here have been brought about 
largely as a result of suggestions 
from distributors. There are sim- 
ilar opportunities for moderniza- 
tion in practically every industrial 
plant. It’s up to salesmen to ferret 
them out and get the business 


By J. C. EVANS 


Chief Engineer, The Republic Rubber Company, 
Youngstown, Ohio 


properly equipped to do a job by having men of engi- 
neering experience in his organization to assist plant 


A modern lubricating sys- 
tem, installed at a cost of 
about $2,000, has enabled 
us to elim’nate the serv- 
ices of two oilers, thus 
saving in labor alone 
nearly $3,500. 


All belt and gear guards 
in our rubber cement de- 
partment are now made 
of perforated metal. The 
drives themselves have 
also been changed to 
eliminate the danger of 
fire caused by sparks from 
the motors igniting the 
benzol fumes. 


engineers by making practical recommendations. 

There is an enormous market awaiting the progressive 
salesman of industrial supplies, who knows his line, is 
capable and willing to analyze the needs of modern in- 
dustry, and who has the initiative to go to the engineer 


with definite information on 
what has been done in other 
plants and what can be done 
in yours. 

In many plants, lineshafts 
are still running on_ plain 
bearings, even though ball or 
roller bearings would more 
than pay their cost every 
year in power savings. 

Many individual motor 
drives, if changed to a group 
drive, would yield handsome 
profits on the investment and 
often result in a much better 
power factor. Reducing fric- 
tion, while a money saver in 
itself, often makes extensions 
to a power plant unnecessary. 

The plant improvements 
which I am going to tell 
about here were instituted 
largely as a result of sugges- 
tions from distributors—sug- 
gestions which were elab- 
orated upon or boiled down 
by our engineers to fit our 
actual requirements. 

One of the greatest money 
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rofited by 


MV ODERNIZING 


saving improvements in our plant was made by 
changing our heating system from high pres- 
sure to low pressure. This enabled us to use 
exhaust steam from heaters and processes which 
otherwise would have been wasted. Changing 
this heating system cost approximately $8,000 
but the annual savings made as a result amount 
to nearly $10,000 a year. 

Each of eight tumbling barrels was for- 
merly driven by individual motors. Due to the 
inertia of the load in starting, these motors had 
to be considerably larger than were actually 
required for running. By changing over to a 
group drive, one motor belted to a line shaft 
drives the entire eight tumblers. Clutches were 
installed for each tumbler, and the same flexi- 
bility and ease of control is obtained as was 
possible with individual motors. The entire 
cost of this change is being saved each year of 
operation, 

In one of our departments, the floor of which 
is about three feet below the level of a drive- 
way, boxes used to be moved by hand trucks 
outside the building and lifted by two men 
onto motor trucks for shipment. A saving of 
$50 per month was made by the installation of 
a small conveyor inside the building, which 
discharges through an opening in the wall onto 
a length of roller conveyor, which in turn con- 
veys boxes to any place desired on the motor 
truck. This improvement cost less than $400. 

Another very interesting improvement was 
made by substituting a chain for a gear drive 
on a calender driven by a 100 horse power 
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A conveyor on the out- 
side of the building en- 
ables us to send pigments 
direct from freight cars 
to the floor where they 
are used, thus eliminating 
considerable trucking. 


Fire hose is now kept on 
the stairway entrances of 
each floor. 


An inexpensive fire extinguisher 

has prevented the starting of 

large fires caused by armature 
sparks and inflammable dust. 


Up-to-date stoking equip- 

ment has eliminated most of 

the manual labor in the fire 
room. 


motor. The gears on this 
drive were badly worn and 
had been giving a lot of 
trouble for years because of 
vibration, which was very 
hard on the motor, and in ad- 
dition caused imperfections 
in the product. Poor design 
on the original installation 
caused an upward thrust on 
the motor bearings. To cor- 
rect this condition would 
have required reversal of the 
direction of rotation, or mov- 
ing the motor to the other 
side of the gear. Operating 
conditions would not allow 
the rotation to be reversed, 
and space would not permit 
moving the (Turnto page 48) 
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Why we Buy from the 


DISTRIBUTOR 


**The distributor meets the demands of 
the machine shop operator by making 
available adequate stocks, supplying 
prompt delivery service and furnishing 
sales data concerning items needed,”’ 


Says FRANK HOESS 


Hoess Brothers, Hammond, Indiana 


HE industrial distributor is 
as necessary to the average 
machine shop owner as are 
the mechanics who operate his 
machines. While a very large 
plant might possibly carry stores 
of maintenance items sufficient to 
forestall any shutdowns, such a 
procedure would be disastrous to 
the small or medium-sized oper- 
ator. A glance at the partial list 
of items which we purchase from 
industrial distributors in the 
course of a year, shown on page 
25, it seems to me, ought to con- 
vince any plant operator of the 
inadvisability of trying to main- 
tain stocks at the plant. 





One of the many grinders in the 
shop. 



























































Note the safety guards. 


In the first place, we use only 
small amounts of. many of these 
items. Were we to tie up several 
hundred dollars in stocking them, 
the greatest percentage of the items 
would still be on our hands at the 
end of the year. 

In the second place, we would be 
required to look after this stock, 
which obviously costs money. Ob- 
solescence is another factor which, 
of course, must be considered. Then, 
too, it is a known fact that a me- 
chanic who has an unlimited stock 
of tools to draw on is very likely 
to be careless in handling them. 

The little saving in initial cost 
which we might make on some items 
by buying direct would soon be eaten 
up by these additional costs referred 
to. 

The distributor is a very neces- 
sary adjunct to our business. He 
meets our demands by carrying com- 
plete stocks, making prompt deliv- 
eries ; and supplying us with neces- 
sary information concerning the 
performance and construction of 
items we use. 

Not only have we found it desir- 
able to buy from distributors, but 
also to consolidate our purchases 
with a limited number of them. If 
we shopped around among many houses, giving 
all of them a smattering of business, our account 
would be unprofitable to all. However, by con- 
centrating our purchases with a limited number 
of distributors, our business becomes worth- 
while. At the same time, we receive far better 
cooperation from our few distributors, who are 
making money on our account, than we could 
hope to from many sources of supply none of 
whom would find our account profitable. 

On the matter of deliveries, our comparatively 
small stock of maintenance items is the deciding 
factor. While we have always made it a point 
to avoid “Rush” shipments whenever possible 
in the belief that a superabundance of these de- 


By depending on the local distributor, machine 
shops can get along with only a small supply 
of cold-rolled shafting for maintenance and pro- 
duction purposes. 
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instantaneous service. 


hours when the need arises. 


The last requirement boils itself down to the distribu- 
tor’s salesman and his knowledge of the lines, which are 
A mere glance at the average dis- 
catalog tells us that a complete and intimate 
knowledge of every item contained therein is a virtual 
On the other hand, a fair working knowl- 


shown in his catalog. 


tributor’s 


impossibility. 


PRODUCT APPLICATION CHART FOR THE JOBBING MACHINE SHOP > 


| GENERAL l 


| CLASSIFICATION | __ 





Power Transmission | 
Supplies 


Materials Handling 
Equipment 


| 


|Packing and Ship- 
ping Supplies 


Secdutten Tools 
for Machine Use | 


Mechanics’ Hand 
Tools 


bine oi | 


Equipment 


} 
| 


| 
Chain and Wire 


ope 


Mechenteal Rubber 
Goods 


Pipe and Fittings 
Chemicals 
Paint 


Factory Maintenance | 


Supplies 


Steel 
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_Electric motors» 


mands only tends to lessen the value of the word “Rush,” 
when it is affixed to one of our orders, our needs are 
often urgent and we must be able to count on almost 
Our experience in the matter of 
deliveries from distributors has been an unusually happy 
one. Deliveries have been made to us at all sorts of odd 





MAINTENANCE 


_For individual ditves = 





V-belt drives and belts 


Chain belt drives 





Speed reducers and gears 





_Leather belting : 








Shafting, hangers and 
pulleys 





_Bearing bron: bronze a 


Trolleys and menevall parts 








_Trucks and casters _ 
Wheelbarrows 


_Cromee=nhend 


S at 


Is and s li 





Marking crayons| 


Hand trucks 





_Drills and reamers 


Hacksaws and blades 


Cireular _saws 


Chain and date hoists 


_Milling a and hobbing cutters 


Precision instruments 





_Hammers 


Wrenches 


_ Vises 


_Blacksmith tools — 


_Metal working g machinery 


_Air r compressors 


Metal shop furniture ond 


shelving 





Welding equipment 


_Portable electric tools 


Femge 








Chain and wire rope 


Packing _ 
Air hose 


_Pipe and fittings 


_ Boiler compound 





_Wiping Frags - 
_Brooms and brushes 
_Bolts and nuts 
“Ladders 


_| 


_Fire goovention equipment 


Bars, plates, sheets, 
angles, ete. 
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Installation of direct drives 
and _coplocemente _ 


Replacements on individual 
_drives” ea bal Ge. } 
| Replacements on individual 
| drives : | 





“Replacements on ‘line “shafts | 


Replacements on line shafts | 





_Repairs __ 


| For conveyor tus 


| Handling cnutinge al finished 
| materials, loading and unload- | 
_ing 


_Replacements 


| 


Materials ae and dean 
.. ee 


_Handling light jobs 
Shipping 


“Identification | 


Shipping 


| General maintenance work 


General maintenance work 
General maintenance work 
General maintenance work 


_Repairs 


Replacements on benches and 
tool room shelving 


| Replacements in welding de- 
| partment and on portable out- 
| Ste for outside jobs | 





General repairs 
Boiler room operation 


Replace ments on chain hoists 
_and electric cranes _ 


_Boiler room repairs — 


Welding equipment and com- 
_pressors 


Beier room repeize 
_Boiler maintenance 
| _General maintenance work 
_For _mechanics’ use 


_ Cleaning — 


_ General maintenance wok 
General maintenance work 
Emergency purposes 


G_neral repairs 





PRODUCTION 


On special machinery 


On special machinery 


On special machinery | 
, | 


Drilling and reaming 
Cutting off machines 
Tapping 

Cutting off machines 


Milling machines 


| _Precision: machining 


Bench work 

Bench work 

Bench work 
Blacksmith shop work 
Machining metal 
Operating equipment 


Welding jobs in the 
plant and out 


Pick-ups for special 
jobs 





A general view of the shop 

showing line shafting, lathes, 

hand cranes, chain ho’sts, 

belting, and metal shop fur- 
niture, 


edge of general items and the 
ability to get detailed infor- 
mation when it is needed on 
others is essential if the sales- 
man is to be of real value to 
his customers. Distributors 
serving us have furnished 
this much needed informa- 
tion in several ways. Their 
salesmen have supplied us 
with manufacturers’ catalogs, 
put us in touch with factory 
technical men and made avail- 
able to us their own technical 
specialists who have often 
spent days in our plant check- 
ing the performance of tools. 

Industrial distributors have 
been real allies of ours in the 
building of the largest job- 
bing machine shop in the 
Calumet District of Chicago. 
It would be very difficult to 
estimate the savings we have 
effected by taking advantage 
of the very excellent services 
which they offer. 

Buying from the distribu- 
tor has enabled us to set up 
a personal relationship which 
practically amounts to a part- 
nership—a felationship which 
would be impossible if we 
bought direct from the manu- 
facturer. Needless to say, 
this close personal contact is 
worth far more to us than 
any small saving we might 
make in initial cost by patron- 
izing the direct-selling manu- 
facturer. 
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Selling Cutting 


MALL tools have probably been 
S sold by more industrial distribu- 

tors for a greater length of time 
than any other group of supply items. 
This is natural since the market for 
small tools is a horizontal one, cover- 
ing all types of industrial plants. 

There are two natural groups into 
which small tools fall: 1. Cutting 
tools which wear out and must be re- 
placed frequently ; and 2. Mechanics’ 
tools the replacement of which is nec- 
essary only at infrequent intervals. In this article, I shall 
confine myself to a discussion of cutting tools. 

In this group are included drills, taps, reamers, cutters, 
hobs, files, hack saw and band saw blades. All these 
products are somewhat similar in character in that they 
are used in the shaping and machining of wood or metal. 
Before attempting to show what can be accomplished 
in the sale of these items, let us first look at what indus- 
trial distributors have already done. 

The recent survey, conducted by the Joint Merchan- 
dising Committee of the Mill Supply Business, brought 
out the fact that distributors have always provided small 
industrial plants with a large percentage of their main- 
tenance requirements on cutting tools. When it comes 
to supplying the needs of the larger users, however, dis- 
tributors have often lost out to direct sellers. This does 
not mean the distributor is not capable of serving the 
large industrial plants as well as the small on cutting 
tools. As a matter of fact, the distributor’s greatest po- 
tential on these items lies in the large plants. Such 
business is not always easy to get but can be secured 
provided the distributor is properly set up to handle it. 


Running tests on milling cutters to check performances 


26 


“‘Kvery distributor selling cutting tools 
should have someone in his employ 
capable of instructing general Itne 
salesmen in the elements of shop prac- 
tice and who can service tools in the 
hands of the user”’ 


First of all, the distributor must carry complete stocks. 
If his stock of cutting tools is in such poor shape that 
a fair-sized order on a standard item will require a rush 
shipment from the factory, the distributor is failing in 
one of his main functions. 

Next, the distributor’s salesmen must be able to sell 
these tools intelligently. This calls for a thorough knowl- 
edge of the capabilities of the tools, for nearly all of 
them have to be sold on a performance basis. In dis- 
tricts where metal working plants are numerous, this is 
quite a large order and one which brings us to the kernel 
in the nut, specialization. Last, but far from least, the 
distributor must be in a position to service the tools 
after they are in the user’s hands. This last function is 
one on which many distributors bump their heads in 
their attempts to secure and hold large accounts. 

By way of illustration, let me point out an actual in- 
stance related to me recently by a distributor. A manu- 
facturer of machinery had been purchasing taps in large 
quantities from this distributor. One day the superin- 
tendent of the plant called the distributor on the tele- 
phone and between cuss words it was finally clear that 
the taps sold had been breaking at the shank so fast that 
the superintendent had blistered his fingers putting in 
new ones. The superintendent wanted to know if the 
distributor had a man in his organization whom he could 
send to the plant with reasonable assurance that a proper 
adjustment of the difficulty would be made. The dis- 
tributor to whom this happened immediately sent his 
shop practice man on drills and taps to the plant with 
instructions to straighten out the matter. In two minutes, 
this specialist discovered that the automatic had a worn 
bearing which was causing all the tap breakage. 


UPPOSE this distributor had been required to tell 
the superintendent that he would wire the factory 
immediately and have their man hurry in to see him and 
that the factory had wired back saying that their man 
would be in that vicinity in three weeks and would call 
on the ‘superintendent. Even though the matter might 
be finally straightened out, a bad taste would be left in 
the mouth of the buyer. 
Assuming that the average distributor carries a com- 
plete stock of tools, the whole burden in the proper 
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Tools Successfully 
Calls for 


SPECIALIZATION 


By J. A. CHANNON 


Merchandising Counselor, Mitt Supplies 


representation of manufacturers and the economic serv- 
ing of industrial users falls largely on his sales and 
service facilities. 

It is difficult to see how a distributor without at least 
one experienced shop practice man in his organization 
can properly service industrial plants on cutting tools. 
By this, I do not mean to imply that every distributor, 
however small, in all territories should have a cutting 
tool specialist, who sells nothing else. It does mean, 
however, that every distributor, selling cutting tools in 
any appreciable quantity, should have someone in his 
employ, who is capable of instructing general line sales- 
men in the elements of shop practice and who can service 
tools in the hands of the user. 

In territories where there are a great many metal 
working plants, the distributor may find it necessary to 
employ a tool specialist. A good shop practice man can 
very well sell and service all of the items included in the 
cutting tool group. In normal circumstances, a potential 
of $150,0C0 per year on cutting tools (Turn to page 108) 


Power hack saw machine using high-speed blades. This 

type of blade was tested on the recommendation of a 

distributor’s salesman and has been put to profitable use 
ever since. 
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WHERE TO LOOK FOR CUTTING TOOL 
BUSINESS 


INDUSTRIES ORILLS TAPS 


STEM AALICADE — Per. Dept 
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Wuo's WHO 


J. AMBROSE HASELTINE 


President, J. E. Haseltine and Company, Portland, Oregon. 








HROUGHOUT the great Pa- 
| . cific Northwest and along the 
western coast they know him as 
“Amby” Haseltine, never as James or 
Jim. Though the nickname originated 
in boyhood days, it fits him now, as it 
seems to tie in some way with 
“Amiable.” That is exactly the im- 
pression one gets from knowing him 
—that it ought to be “Amiable Amby.” 
Both respect and affection on the part 
of his own organization and the trade 
in general, including competitors, are 
embodied in the use of the name. 
“Amby” Haseltine is a representa- 
tive of a fast-disappearing type among 
business men—the out-and-out Yankee 
a descendant of a long line of New 
England ancestors who flourished in 


HE came from the Granite 


State, but he is not hard. He ts a pioneer in 
industrial distribution, but his ideas are the 
ideas of 1931. He is all business every minute 
of the day, but it is ‘“‘business with a smile.” 
We want you to know him—Amby Haseltine— 
who came from Portland, Maine, to Portland, 
Oregon, ‘‘by freight.” 


As an industrial dis- 


tributor, he has prospered and others have 
prospered with him. 








the state of Maine. He was born in 

the city of Portland, Maine, in 1865. 

His father, J. E. Haseltine, was a dealer there in heavy 
hardware and blacksmiths’ supplies for 22 years, and 
the old concern is still operating in Portland, Maine, 
although the original Haseltines have long since been 
out of it. As a youngster, his life was typical of that 
of boys generally among the hardy race of “Granite 
Staters” who followed the “early to bed, early to rise” 
theory. At the age of eight years, he was carrying 
papers on two routes—one morning and one night. 
Common school was followed by two years in high 
school, and he was equipped for the business of making 
his way in life; as well or better perhaps than the aver- 
age in those days. 

Then the elder Haseltine decided to switch Portlands 
as the scene of his operations—from Portland, Maine, 
to Portland, Oregon. That was in 1882. There was 
no railroad through to Portland, Oregon, then, only one 
to San Francisco. From Council Bluffs west, he re- 
lates that they were practically shipped by freight. There 
were passenger coaches of a sort, though nothing ap- 
proaching sleepers. These were mingled haphazard, 
with no regard for the olfactory nerves, between cars 
of merchandise, cattle and hogs. They had to buy their 
own food and take it along, cooking it as best they 
could en route. They also furnished their own bedding. 
But altogether, everybody had a good time and there 
was plenty of opportunity to enjoy the scenery and the 
natural wonders of the new West. 

In Portland “Amby” obtained a position with J. K. 
Gill and Company, stationer, at first driving a wagon 
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and later in the store. Here he received $40.00 a month, 
which was big money in those days, considering the fact 
that “back East” fathers of boys his age often had to 
pay proprietors for taking their sons in to learn the 
business. This position only lasted a year, however, for 
in 1883 the father bought the business which is still con- 
ducted under the name of J. E. Haseltine and Company. 
At that time it was a wagon makers’ supply business 
that had been established in 1856, so that the present 
J. E. Haseltine and Company can lay claim to a history 
and background of three-quarters of a century. It was 
a good business even in those days. Wagons were in 
demand for the exceedingly moist climate and the rough 
work to which they were subjected contributed to short 
life, so that the hundreds of small wagon-making estab- 
lishments were constantly busy. Young Haseltine at 
once started to work for his father in this business, 
which was enlarged to include blacksmiths’ supplies. At 
first he drove the wagon, sacked coal or did anything 
that required the services of a husky young fellow. 


OR years the blacksmith and wagon supply business 

flourished and the company’s sales were as high © 
as 95 per cent in that field. And a lot of goods were 
sold. It was common for the blacksmiths to buy ma- 
terials at one time for say 10 buggies, 5 surries, and 
several “Oregon hacks,” a kind of express wagon. That 
meant, for the buggies, 10 sets of wheels, 10 sets of 
tires, tire bolts and other hardware entering into their 
construction. Later, the manu- (Turn to page 64) 
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HOW 





He ability to recommend the arti- 

cle best suited to meet the needs 

of the customer is, I believe, the 
most important requirement of a mill 
supply salesman. 

Much has been said and written about cultivating the 
friendship of the buyer and this, of course, is a big 
factor. However, most friendships between buyer and 
salesman are built on the very solid foundation of service 
rendered by the salesman. .\nd service comes right back 
to knowing vour line and what items will take care of 
the customer’s needs to best advantage. The salesman 
who can do this is not only able to break into new 
accounts but at the same time, he prevents other sales- 


SIX-PLY STEAM HOSE STARTS THE 
ACCOUNT 
Six-ply steam hose that lasted twice as long was the 
entering wedge to this account. It set a standard of 
quality that enabled us thereafter to sell higher 
priced quality merchandise. 


men from getting a foothold on his present accounts, 
because he simply doesn’t give them a chance to suggest 
an item more suitable than the one he has sold. 

Let me illustrate. In the fire room of the plant 
described in this article, a four-ply steam hose for clean 
ing out boiler tubes had been used. The old hose had 
failed to give the service demanded of it, so the buyer 
gave me an opportunity to supply the next order. | 
recommended a six-ply hose which was more expensive 
but gave complete satisfaction. 

(Of course, there was some hesitation at paying the 
higher price for the better hose, but when it was bought 
my troubles were over. ‘This reverses the experience of 
the fellow who sells poor quality material at a low price. 
In such instances, the trouble starts only after the cus- 





tomer has bought the goods 
and put them into use. 


1 Sold Him 


ACTUAL TESTS PROVE SHOVEL 
STRENGTH 
In the fire-room, I had an excel- 
lent opportunity to demonstrate the 
strength of our coal shovels. This was 
done by two tests shown in the photo- 
graphs. As illustrated above, the two 
shovels are struck violently aga‘nst 
each other so that the edges clash. 
The better shovel will keep its edge 
under this severe test. The second test, 
as pictured at the right, consists of 
placing one foot on the face of the 
shovel and pulling upward to demon- 
strate the ability of the shovel to with- 
stand bending. 
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This plant sends out many 
steel drums with its) name 
stenciled on the head and often 
the contents of the drums 
would eat off the paint from 
the stencil, so that after a 
time the drums had no identi- 
fication mark on them. We 
solved this problem for the 
company by suggesting a per- 
manent means of identifica 
tion; the use of an electric 
drill with which small holes 
could be bored in the rim of 
each drum, This instance is 
further evidence of the fact 
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By A. S. JACOBUS 


Salesman, William S, Roe, Incorporated 


Newark, New Jersey 


| Something 


MORE 


that salesmanship con 
sists largely in know- 
ing the problems of 
your customers and 
the items in your 
stock that will help 
solve them. 


By keeping the 
“Sell Him Something 
More” principle fore- 
most in mind, T find | 
am less apt to over- 
look potential business 
in a customer’s plant. 
\nd passing up po 
tential business just 
opens the door to 
competition, for if I 





ELIMINATING SHUT-DOWNS FOR 

PACKING VALVES 

Trouble frequently arises in a plant, when it is 

necessary to shut down a line in order to pack 

a valve. We are now handling a valve that may 

be packed while pressure is on the line. The 

engineer was glad to give us all his valve business 

when he knew we could supply valves that gave 
him this extra service. 
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SOLVING THE ENGINEER’S 
PACKING PROBLEM 
The engineer had been having trouble 
with packing. We have a tougher prod- 
uct than they had been using that with- 
stands wear, yet gives sufficient lubrica- 
tion to prevent wear on the piston. After 
we had convinced the engineer of the 
value of our product he always specified 
our make of packing in his requisitions. 


EMPLOYERS LIKE THE “ONE-MAN” 
TAPE LINE 

The “one-man” tape line hooks over the 

edge of an object and enables one man to 

take measurements without help. Tape 

may also be pushed out and measure 


taken from the butt end of the tape. When I stressed the fact that 
no helper was needed in taking measurements with our tape measures 
I had no difficulty in placing them with most customers who were 


ONE SALE LEADS TO 
TWO OTHERS 
The company was in the 
habit of sending out most 
large pipe for cutting and 
threading. I suggested the 
purchase of a power pipe 
machine but the expense 
seemed too great. How- 
ever, I got into the habit 
of mentioning the need 
for this machine about 
every time I called and 
in the course of time the 
order was placed. As a 
part of this equipment a 
pipe threader and cutter 
were also bought. 


logical users. 
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How I Sold Him Something More 





THE COMPANY’S “STRONG MAN” TESTS VISE 
AND WRENCH 
To hold the work to better advantage the company 
bought a chain vise that is much smaller than the one 
usually employed and has a grip that never loosens under 
pressure. With the vise, I sold a chain wrench. As a 
demonstration on the latter product we asked one of 
the strongest men in the shop to place his full weight 
on the wrench while it was gripping a pipe held in the vise. 





DEMONSTRATION SELLS A REAMER 
Merely telling a prospect that your house sells reamers is 
seldom convincing; but actually showing him why your 

reamer is better makes for a sale. 





don’t get it, the chances are the next fellow to come 
along will, 

Building the account referred to here by proper appli- 
cation of the “Sell Him Something More” idea is not 
unusual with me. [| try to follow a similar plan on all 
accounts. The fact that it not only serves me as a prof- 
itable sales reminder, but also insures my customers of 
the kind of sales service which they have a right to ex- 
pect is convincing evidence that the plan is sound. 








A WELDING MACHINE SALE LED TO OTHER 
BUSINESS 
The sale of an electric welding machine opened the field 
for numerous accessories such as welding rods, gloves, 
hoods, masks and so on. Many factors enter into the 
selection of a welding outfit that will give the best 
possible service for the particular job and plant. Manu- 
facturers’ representatives are always glad to help and 
advise in individual problems of this kind. 


Pp: 4 
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SALE OF PIPE COMPOUND INSURED 
REPEAT ORDERS 
This plant had trouble in keeping pipe joints air tight 
on machines it produced. I studied its problem and 
finally suggested a pipe compound to do the job. The 
company began using it and thereafter complaints from 
users ceased. Naturally this make of compound is reor- 
dered whenever the supply runs low. Although the initial 
order on this item was not large, it certainly paid to give 
attention to it, for, as with many other small special 
items, when once demonstrated and sold, repeat orders 
come in automatically. 
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R.C. Tyrrell, Manager of The Elizabeth 


Hardware Co., Perth Amboy, N. J. 


SUCCESSFUL PLAN 
of selling Osborn 
Brushes is used by 


‘he Elizabeth Hardware 
Company of Perth Am- 
boy, New Jersey. Accord- 
ing to R.C. Tyrrell, Man- 
ager, the plan is based on 
the idea of helping cus- 
tomers organize their 
brush requirements. 


O. T. Smith, a salesman 
for Elizabeth Hardware, 
secures the customer’s 
permission to go through 
the plant to makea survey 
of all uses for brushes. 


Mr. Smith checks off on 
the Osborn Catalog every 


Elizabeth Hardware 
Makes Effective Use 
of Osborn Catalog 
in Selling Brushes. 





Osborn Catalog is 
used to check up on 


brush requirements. 


type of Osborn Brush best 
suited to meet each par- 
ticular requirement. ‘The 
marked catalog is then 
left with the customer 
for permanent reference. 


This gives the customer 
a correct and graphic pic- 
ture of his entire brush 
requirements and proves 
to be a great help in sim- 
plifying brush purchases. 


Not only do customers 
appreciate this service 
but they are usually con- 
vinced that it pays to 
concentrateall their brush 
purchases in the Osborn 
line to take full advan- 


Planning the Sales Work 


tage of everything the 
line has to offer. 


The success of the plan 
is evidenced by the in- 
crease 1n repeat business 
and the greaterconfidence 
placed in the salesman’s 
judgement and advice 
on all brush problems. 


By concentrating on the 
quality line of Osborn 
Brushes and helping their 
customers make correct 
selections and applica- 
tions, Lhe Elizabeth Hard- 
ware Company is making 
their brush business of in- 
creasing importance as a 
leading line profit-maker. 
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Industrial Uses of Osborn 
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OTE this chart closely. It 
typifies the MODERN 
BRUSH SELLING METHODS 
made possible by the NEW Osborn 


Catalog .. now ready for 


SALES ACTION. 


Here is a Catalog that brings the 
“Brush Conscious” Salesman of 
the Osborn Distributor CLOSER 
TO THE BRUSH NEEDS OF 
HIS CUSTOMERS. 


Every possible effort has been 
made to SIMPLIFY information 
about all standard types of Osborn 
Brushes for Industrial Uses. 


The cover of the New 
Osborn Catalog has 
ample space for 
imprinting the 
Osborn Distribu- 
tor’s Name 
and Address. 


Brush Selling 


Working the Sales Plan 
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PAINT AND VARNISH 
BRUSHES 


WIRE WHEEL 
BRUSHES 


UPRIGHT BASS 
BROOMS 


BENCH-COUNTER 
DUSTERS 
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FIBRE WHEEL PUSH BROOMS 


BRUSHES 





WINDOW BRUSHES 


MISCELLANEOUS 
BRUSHES 


Make a“Check-Up’ of Osborn Brushes 


A ‘Brush Conscious’’ Salesman and 
the New Osborn Catalog No. 176 make 
an effective combination to check-up 
a customer’s requirements for Osborn 


GENERAL OFFICES AND MAIN PLANT 
401 HAMILTON AVENUE 
CLEVELAND, OHIO, U.S.A. 


Tue OSBORN MANUFACTURING COMPANY 


Brushes. # Here is a real opportunity 
for a salesman to render his custom- 
ers a practical service, build good 
will and increase his brush business. 


SALES BRANCHES 


LOS ANGELES 
CHICAGO cany FRANCISCO 


NEW YORK 
DETROIT 
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He had his cap over some- 


ig 
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SU 
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th'ng on the desk and when 

I came close he lifted up 

the cap, laughing harder all 
the time. 


Lucky Luke Lands a 


New Customer 


By CoIT A. SMITH 


Western Field Editor, Mill Supplies 


Dear Al: 


F I remember right, you are the bird who sounded 
off at the convention about you couldn’t find any 
romance or excitement in the mill supply business. 

So I am writing to tell you that you are all wet. I have 
had so many wild deals and ninth inning blow-ups that 
I know just how a guy feels when he is rescued from 
a submarine by tapping the Morris code with a hammer. 
As a matter of fact, I just now finished with a mess 
of trouble that has left my nerves all shattered and I 
will tell you about it to prove that this old game is 
lousy with thrills. 

About three weeks ago, on a Saturday afternoon, 
I promised to deliver some drills to the night watch- 
man of a certain plant which is a good customer of mine 
so that some emergency work could be done on Sunday 
morning. It wasn’t so much out of my way as I was 
out in the suburbs visiting but by the time I made the 
delivery it was almost midnight. After delivering the 
drills, I headed for home and was rolling along through 
the factory district asking myself where could I get 
an order the next day, and getting no answer, when I 
passed the Ornamental Steel Works. I might as well 
tell you I have hated this place for years and when I 
went by I couldn’t help shaking my fist at it, because 
I never could get an order out of those birds, and what’s 
more never could find out why. 

Well, I had passed the office building and was getting 
near the end of the plant when the fun began. Here 
come two birds in a flivver tearing down one of the 
cinder paths right at me. I stepped on the gas to avoid 
a collision. Then somebody yelled “Halt” and bam! 
bam! came two shots and the last one went through 
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the top of my bus. It seems the night watchman was 
dusting those guys with a “38.” Not being armed at the 
moment, and it being none of my business anyhow, I 
swerved in behind the next shack and crawled under 
the car. From there I heard the yeggs make their get- 
away and then the watchman came after me. I soon 
showed him I was O. K. by pulling out Pete’s receipt 
on the dray ticket. Then I asked him what was all the 
shooting about. 

“Well,” he says, “I am so doggone sore over these 
birds robbing our tool houses every couple of weeks, 
I made up my mind I am going to knock some of ’em 
off. You see we can’t keep everything in the main 
building because the yards are so big, and we have these 
shacks spotted here and there so the men don’t have to 
come so far for tools and equipment. The shacks are 
good and strong, but we can’t seem to get a lock that 
we can depend on, or else this gang of thugs is too smart 
for any lock.” 


ELL, I didn’t tip my hand to him, but when I got 
back in my car and headed for home I says to my- 
self, “Aha, too smart for any locks? Well, we'll see 
about that.” For, believe it or not, Al, we got a lock 
that Houdini took one look at and says, “Let’s go out 
and play golf’—it laughs at locksmiths, cracks crow- 
bars, and defies dynamite. I knew I could sell them all 
over the Ornamental plant and I was so tickled about it 
I could hardly sleep that night. 
Of course, I was out there bright and early the next 
morning and got the usual north pole reception, till I 
pulled this stuff about the locks. (Continued on page 54) 
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What Are You Doing to Help 
Speed Progress? 


O those few distributors and manufac- 

turers, who have been closely allied to 

the movement of the Joint Merchandis- 
ing Committee, the facts reported in the arti- 
cle on page 17, “How the Work of the Mer- 
chandising Committee Has Progressed,” will 
not be surprising. 


However, to the hundreds of others in the 
mill supply industry, whom the program 
launched by the Committee will benefit, the 
accomplishments should prove unusually en- 
couraging. 


Some members of the industry undoubt- 
edly are already becoming impatient with 
the whole program. Perhaps there hasn't 
been enough really tangible evidence of re- 
sults to satisfy them. 


Yet, if these skeptics will but take the time 
to glance at the facts, even they, we are sure, 
will be convinced that the progress made up 
to the present time, has not only been sat- 
isfactory, but remarkable. 


When you stop to think that less than a 
year and a half ago, the Joint Merchandis- 
ing Committee of the Mill Supply Business 
was not even in existence, the results already 
attained, despite unsettled business condi- 
tions, are almost unbelievable. 


To freshen your memories as to just what 
has taken place since the appointment of the 
Committee in April, 1930, let’s take a back- 
ward look. 
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A month after the appointment of the 10 
original members of the Committee in Mem- 
phis, a mere idea for improving industrial dis- 
tributing conditions had grown into a well- 
rounded, practical program. This program 
was adopted and its printing and mailing to 
the entire industry authorized. Less than a 
month following this action, the program 
had actually been broadcast throughout the 
industry. 


Thus, we see, within two months follow- 
ing the organization of the Committee, the 
building of a practical plan and its presenta- 
tion to a whole industry. All this, despite 
the fact that members of the committee were 
widely scattered geographically, and had no 
money with which to foot the bills. The 
cost of printing and mailing the original plan 
entitled, “Your Committee Recommends,” 
was underwritten by the individual members 
of the Committee. They have since, of 
course, been reimbursed. 


During the following nine months, up un- 
til the Washington Convention in April of 
this year, the Committee kept hard at it: 
gathering by research a tremendous fund of 
information concerning industrial distribu- 
tion, selling the importance of the program 
to the industry, and securing subscriptions 
totalling nearly $75,000 from more than 200 
firms. 


The industry, as represented at Washing- 
ton, heartily endorsed the efforts of the Com- 
mittee and reappointed it to carry on. That 
the committee has kept going is evidenced 
by the fact that by the first of August, it 
had set up a central office and drafted R. M. 
Gattshall as executive-manager to head up 
the activities. 


The preliminary work in connection with 
setting the Committee's profit-building plan- 
of-action into operation has been accom- 
plished in record-breaking time. The plan, 
itself, has been scrutinized by many of the 
industry's most successful men and has their 
unqualified stamp of approval. All that is 
needed now to make it a real money-maker 
for manufacturers and distributors and a 
money-saver for users is the cooperation of a 
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greater number of members of this industry. 


Like all other worthwhile enterprises, 
each individual will benefit from the plan in 
direct proportion to the way in which he, 
himself, backs it up. 


The success or failure of the campaign de- 
pends not upon large investments of time and 
money from a few distributors and manu 
facturers, but rather upon a multitude of in- 
vestments from the rank and file. 


In other words, the more who support 
the Committee's activities, the greater the 
chance for real accomplishment. If you are 
not already doing your part, better get in 
touch with Mr. Gattshall and see how easily 
you can have a hand in making your indus 
try a better and more profitable one in which 
to work. 


Stay in Your Own Backyard 


men to cast longing glances into the 

other fellow’s territory and itch for an 
opportunity to cut in on the wonderful busi- 
ness that always seems present there. 


[’ seems to be a passion with many sales 


“Tl tell you, chief, things are pretty slow 
in my immediate territory. Nobody seems 
to be buying much. But, if I could just slip 
over into this other territory, I'd knock ‘em 


dead.” 


You've all heard that song before. Sales 
men have been singing it for years. But the 
louder it’s sung, the more sour it gets. 


Jumping into a territory which somebody 
else can cover more economically has prob- 
ably caused more dissatisfaction, price-cutting 
and loss of profit than any other one thing. 


The moment a distributor gets beyond his 
own natural territorial limits, he casts aside 
his strongest sales weapon—service. In its 
place, he must substitute something else and 
that, as a general rule, is a cut-price. 


Cutting prices means cutting profits—the 
lifeblood of any business—and, if the prac- 
tice is carried too far, it becomes a case of 


simply trading dollars. No business can thrive 
doing that. 


The moment a salesman or distributor be- 
gins to infringe on someone else’s territory, 
he admits that he’s falling down on the job. 

Develop your own market thoroughly— 
get all the available, profitable business—and 
you won't have time to think about getting 
into that greener pasture just across the way. 


exo 


Only the Fittest Survive 


HEN business is booming, it’s not 
much of a trick to operate at a profit. 


It is then that many marginal operat- 
ors spring up and, while conditions remain 
good, they are able to make a go of it by 
skimming off some of the cream of the busi- 
ness, of which there is plenty to go around. 


These fellows of whom we speak pay lit- 
tle attention to the needs of their customers; 
they spend no time in determining which ac- 
counts offer the best business potential. 
Thus, as soon as business falls off, the casual- 
ties in this group are greatest. That, of 
course, is as it should be, for there’s really 
no economic need for the business organiza- 
tion which doesn’t operate on a sound, scien- 
tific basis, regardless of what part of the 
business cycle we are passing through at the 
moment. 


The business which is going to prosper is 
that which is properly guided through both 
the peaks of business booms and the depths 
of business depressions. And proper guid- 
ance, so far as the distributor is concerned, 
means above all studying markets in terms 
of products. In this way, only, can products 
and prospects be classified as to profit possi- 
bilities, and sales effort thus directed in the 
channels where it will be most productive. 


Mitt Suppties’ Market Determination 
Plan is a guide to profitable business. Ap- 
plying its principles to specific needs, is like 
taking out an insurance policy against profits. 
The Plan is thoroughly explained in a con- 
venient booklet, which will be sent on re- 
quest. Better study it thoroughly and put 
it to work in your own business. 


PUTT UTI Ue UU ee 
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Have You Heard That-- 


Up-to-the-minute news from the field 
about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








Woodbury and Wheeler Now 
Woodbury and Company 


, | SHE Woodbury and Wheeler 
Company, Portland, Oregon, is 
now known under the new 

name, “Woodbury and Company.” 

Officers will remain the same. L. F. 

Woodbury is president; C. M. 

Rogers, vice-president; F. F. Hol- 

comb, treasurer, and George Black, 

secretary. 
x * * 


A. J. Roat Supply Announces 
Change in Name 

The A. J. Roat Supply Company, 
Kingston, Pennsylvania, is now be- 
ing conducted under a new name, the 
Harris Hardware and Supply Com- 
pany. Business will be carried on 
with no change in ownership or man- 
agement at the same location. 

The change in name was made be- 
cause of confusion resulting from the 
fact that there are other concerns in 
Kingston having similar names. 


New York Supply Houses Merge 

The Marine Manufacturing and 
Supply Company and The Frank 
Richard and Gardner Company have 
been combined and operations will 
now be carried on under the name, 
The Richard and Gardner Marine 
Supply Company, Incorporated, at 
228 Greenwich Street, New York 
City. 

The new organization will carry in 
stock and distribute in the metro- 
politan area the complete line of 
products manufactured by the 


Marine Manufacturing and Supply 
Company, at its New Brunswick, 
New Jersey plant. 

* 


Colonial Supply Distributing 
New Hoist 
The Colonial Supply Company, 
Pittsburgh, is now distributing the 
“Al Lite” safety hoist, made by the 
Chisholm Moore Hoist Corporation. 
Tenawanda, New York. 


Laib Company Common Stock 
Purchased 


The entire common stock of Laib 
Company, Louisville, Kentucky, has 
been purchased by George H. Laib 
and Phil F. Laib, who will continue 
the business of this organization. 

Phil Laib Sons, Incorporated, re- 
cently started, will be discontinued 
and its members will be associated 
with the Laib Company. 

= = 


Distributor Engineers Large Spray 
Booth Installation 


An installation recently made by 
Shaw-Palmer-Bakewell Company, 
Los Angeles, is an example of an 
unusual service which the industrial 
distributor of today is prepared to 
render. While primarily a machine 
tool distributor this company is also 
an engineering house and along with 
its distribution business often secures 
orders for the design and installation 
of equipment. (Continued on page 44) 





The Shaw-Palmer-Bakewell Company installed the spray booth with direct-draft exhaust system shown at the left. 


height 7 feet, and depth 6 feet. 


It is provided with three hinged partitions which fold away against booth ceiling. 
these provide four separate compartments for use in painting smaller objects. 


ciency, propellor-type fans having motors outside of air stream. Capacity, 24,000 cubic feet per minute. 


Length, 35 feet, 
When down, 


Equipped with two 24-inch ball-bearing, high-effi- 


Specially designed duct 


leads from fans at outside of building to four inlets in booth, each inlet being provided with multiple-leaf damper and detachable 


baffle. All are easily cleanable. 
in the right-hand picture. 


Butterfl 


A larger booth, not shown, 40 feet long, required the 30-inch propellor fans shown at the left 
Metal hoods for enclosing motors are a weather protection. 


ly dampers permit closing one or both 


fans whenever desired. At the right are the 24-inch fans for the 35-foot booth. 





SEPTEMBER, 1931 MILL SUPPLIES 











BY 

















oo Penberthy Products are used 
throughout industry and are consist- 
ently recommended by operating men 
who have long been familiar with the 
Penberthy record for dependable service. 


Penberthy Products are sold exclusively 
through the jobbing trade and assure the 
supply house that stocks them a steady and 
profitable flow of business. 























PENB 


ESTABLISHED 


CANADIAN PLANT 
IN 1886 D E T fe O | T WINDSOR, ONT. 








42 


MILL SUPPLIES 








> 


~LUMBER JACKS STILL WANT, 


Use and buy high grade Cross-cut 
Saws and there are no saws that you 
can sell them so easily, or that satis- 


fy them so fully as > 
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SIMONDS 


CRESCENT GROUND 


CROSS-CUT SAWS 











As every distributor knows there are different styles, 
and sizes of SIMONDS one-man and two-man cross- 
cut saws to suit timber conditions in all parts of the 
country. Get the sales and profits you are entitled to 
by carrying a working stock of these saws. 


Send your orders to 


SIMONDS SAW AND STEEL COMPANY 


“The Saw Makers” 
ESTABLISHED 1832 —FITCHBURG, MASS. 


Chicago, Ill. New York City London, England Los Angeles, Calif. 
Boston, Mass. New Orleans, La. Portland, Ore. Seattle, Wash. 
Detroit, Mich. Memphis, Tenn. San Francisco, Calif. 
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These two fine window displays were created by T. G. “Ted”? Vaughan for the W. M. Pattison Supply Company, Cleveland. Ted, 


who is the son of A. C. Vaughan, secretary of the company, 


has been very successful in working out ideas in window dressing. 


The Pattison company has only developed its window display possibilities rather recently and it is so pleased with the results and 
with the originator of them that it is already keeping Ted hidden from the large “ready-to-wear” stores. 


Recently a large airplane factory 
required two spray booths of large 
size which would accommodate an 
entire airplane fuselage. Fans and 
ducts had to be arranged to carry 
away the fumes from the wing and 
fuselage lacquer, Shaw-Palmer-Bake- 


well made the installation, which 
amounted to several thousand dol- 
lars. 


* * * 


Great Lakes Supply Distributes 
Unusual Catalog 

A fine new 750-page catalog with 
14 sections has just been made ready 
for the Great Lakes Supply Com- 
pany. Chicago, by R. R. Donnelley 
and Sons Company. “Try Great 
Lakes Supply Company First,” is on 
the front cover and this message is 
also the running headline throughout 





W. S. Reichenbach of the W. S. Reichen- 
bach and Son Company, Allentown, 
Pennsylvania. 





“Ted” Vaughan 
the book. Instead of the usual intro- 
ductory page, the catalog carries an 
exceptionally clear presentation of 
“The Industrial Supply Distributor 
Serves Industry Economically.” 

This new catalog “B,” showing a 
broad line of tools and industrial 
supplies will be one of the most 
widely distributed mill supply cata- 
logs in the middle west. 

ee Be 
Stacy Employs New Men 

J. R. Lamont is now store man- 
ager of the E. S. Stacy Supply Com- 
pany, Springfield, Massachusetts. He 
has been plant purchasing agent of 
the Bigelow-Sanford Carpet Com- 
pany, Thompsonville, Connecticut. J. 
Segal has been added to the city 
sales force. 





Mark Kaplan Now with Quaker 
City Rubber 


Mark Kaplan, formerly sales man- 
ager of the Superior Supply Com- 
pany, Chicago, is now district man- 
ager for the Quaker City Rubber 
Company calling on distributors in 
the central west. This appointment 
went into effect August 15. An- 
nouncement was made by G. C. John- 
son, manager of the Chicago branch 
of the Quaker City company. 

“Ss. 


Van Steenberg Is New Addition 
to Biggs Sales Force 
William W. Van Steenberg is the 
latest addition to the sales force of 
the Biggs Pump and Supply Com- 
pany, La Fayette, Indiana. He is a 
graduate of the mechanical engineer- 








Michael Roehrer of Doermann Roehrer 
Company, Cincinnati, Ohio. 
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Specialized Service Is the Answer to 
Your Present Sales Problems: 





Welding for Construction 
Welding for Repairs 
Welding for Salvaging 
Welding for Better Design 
Welding for Strength 
Welding for Profit 
Screw Assembled Throughout 
Simplicity of Design 
Sturdily Constructed 
Requires Less Maintenance 
Die-Forgings Throughout 
Lasts Longer—Liked Better 


The greatest sales future lies in an industry which in 25 
years has grown from infancy into one of the largest in 
America. 


Since the inception of that Industry, Victor Welding and 
Cutting Apparatus has been considered the outstanding 
product of its kind. 


From Coast to Coast—mill supply and machinery houses 


have acknowledged the excellence of Victor Equipment and 
the soundness of Victor sales policies. 


VICIOR 


We desire to appoi dditi 





Kimballectric Pumps 


For Tank Unloading 
Brine Circulating 
On Ice Machines 
For Air Washers 
In Modern Factories 
Canneries, Dairies, Oil Refineries 
Pump Needs No Lubrication 
Motors of Standard Manufacture 
Shaft Protected Against Corrosion 
Non-loosening and Enclosed in 
Bronze Impellers of Latest Design 
No Packing Wear on Shaft 


Where the conventional, direct connected pump and motor 
have previously been used—this Kimballectric Pump as- 
sures splendid sales opportunities. 


These space saving, efficient and rugged pumps are avail- 
able in all useful sizes and for all needed capacities. 


Your present customers are pump prospects—pumps are 
required everywhere and Kimballectric Pumps are the re- 
sult of 60 years of pump building. 


l, discriminating dealers for the limited number of choice territories+ yet 


available. Your inquiry will meet with prompt response. 


Victor Welding Equipment Co., 


Division of 


Kimball-Krogh Pump Co., 


Division of 


VICTOR EQUIPMENT CO. 


SAN FRANCISCO 


LOS ANGELES 
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This fine photograph of the sales force of the San Antonio Machine and Supply Com- 
pany, San Antonio, Texas, was taken for use in the company catalog. These men all 
work out of the main office. The firm also has branches at Corpus Christi and Waco. 
Rear row, left to right: Harry T. Burnett; Gus H. D’Albini; Oliver R. Sands; Walter 
E. Caperton; Bryan White; R. E. Schiefelbein and Herbert S. Long. Front: S. D. 
Barrow; Alfred M. Krueger; Alfred H. Holtermann; Julian L. Wilke; Archie Carhart; 
James G. Herblin; Hugh A. MacIntyre, and James R. Towne. 














ing school of Purdue University and 
has had considerable practical experi- 
ence with the Pennsylvania Railroad, 
and with the Walworth Company at 


the Kewanee, Illinois, plant. 
x * x 


Experienced Mill Supply Man 
Available 
Harold V. Seavey, who for the past 
40 years has been with George B. 
Carpenter and Company, as sales- 
man, purchasing agent and, later, 
compiler of catalogs, has left that 
firm and is seeking a new connection. 
Because of his long and varied ex- 


Distributors Report Some Signs of 
Improvement 


The Hughes Supply Company, 


perience Mr. Seavey has a remark- 
ably intimate knowledge of sources 
of supply and character of merchan- 
dise carried by distributors. 

Mr. Seavey is willing to locate in 
any part of the country. Anyone 
wishing to reach him should com- 
municate with M1iL_ SuppPLiss. 

a 


A Correction 

In the article, “What We Accom- 
plished by Specialization,” by A. B. 
Smith, Smith-Courtney Company, 
which appeared in the August issue 
of Mitt Supp ies, there was a state- 
ment which might be misunderstood. 
It read: “Because we found out 
that 10 lines were as many as we 
could really merchandise properly.” 

While it is true that Smith-Court- 
ney puts unusual sales effort behind 
what are known as the “Ten Blue 
Ribbon Lines,” it is also actively 
pushing not less than 50 major lines 
of quality and service merchandise, 
and all of its sales effort is highly 


specialized. * * * 
New Mechanical Rubber 
Distributor 


The Mechanical Rubber Company 
writes that one of its new distributors 
announced in the August issueof MILt 
SUPPLIES, was wrongly reported to us 
as the Alpena Hardware Company 
instead of the Huron Hardware 
Company which is the correct name. 





Mansfield, Ohio, writes that business OIL m 
seems to be picking up in its section, 
that there is some improvement in 
business morale, and that July, 1931, 
business exceeded that of last year 
in the same period by about 5 per- 
cent, 

Lynd-Farquhar Company, Boston, 
says, “New business has increased 
very materially since July 20 and is 
still showing up very well.” 

Julius Rasmussen Company, Mil- 
waukee, reports, “Appearances of 
our books indicate a more optimistic 
feeling on the part of the machine 
shop and manufacturing companies 
although the farmers and canners 
are not doing well.” 

Susiness for Woodbury and Com- 
pany, Portland, Oregon, is approxi- 
mately the same as it was last year 
at this time. This company reports 
that road construction and public 
improvement is quite active. 

Other companies in various parts 
of the country also report that a bet- 
ter feeling is prevailing. 


they are: 





The Mill Supplies representative was fortunate in being able to get such a large 

group together from Louis Hanssen’s Sons of Davenport, Iowa. 

Jake Baurle; Frank Strohkark; C. W. Motz; R. Goettig; F. E. Bonney; C. E. 

Hanssen, president; B. C. Hanssen, vice-president and treasurer; W. R. Turner, Ben 
Behrens, and A. Stucker. 


From left to right 
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UNIONS by 
STOCKHAM 


TOCKHAM UNIONS, while new, are already in ex- 
tensive use because their superiority is instantly 


recognized. 


Simple to install, these unions give greater strength in 
service than ordinary unions. Made from the Stockham 
superior grade of malleable iron with brass seat; ground 
ball brass-to-iron joint; parts ground and assembled in 
pairs; the same accurate threads that characterize all 
Stockham Fittings. Each union individually tested. 


Send for prices and dimensions. Like all Stockham 
Fittings, Stockham Unions are sold exclusively through 
distributors. 











CAST IRON 
Screwed Drainage 
Flanged Sprinkler 

MALLEABLE 
Standard Extra Heavy 
Hydraulic Oil Country 

Railroad 300 |b, Fire Line 
ELECTRIC 

CAST STEEL 

Screwed Flanged 


STOCKHAM 
RETURN BEND 
for Cracking Stills 


STOCKHAM FITTINGS 


for straight lines and strength 
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UNCONDITIONAL 
GUARANTEE 


If this Housing ever 
Breaks or Distorts 
‘we will replace it Free 








ELYRIA,O. 


A Pledge To Pipe 
—> Wrench Users 


The RIGAID guar- 
antee label was a promise 
of new pipe wrench per- 
formance—made several 
years ago. 





























Ask any one of sev- 
eral hundred thousand 
RIZAID users if the 
promise has been kept. 


RIFAID has given a 
lot more than the guar- 
antee of an unbreakable 
housing. For instance: 
full-floating hook jaw 
with pipe scale; replace- 
able heel jaw; adjusting 
nut that turns easily in 
wide open housing; pow- 
erful I-beam handle with 
handy hang-up hole; and 
recently—a doubled 
strength without added 
weight or mechanical 
change. 


yw OI ed gave ) 


+L %.0Nad ‘ivd We 


ns 
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These are some of the 
reasons why RI@AIDs 
have built up a tre- 
mendous market among 
pipe men—to the bene- 
fit of wholesalers, 


There are 


RIBGID 
Pipe Wrenches 
Cutters. Vises 


everywhere. Are you 
& Threaders on this RIFAID profit 
list? 


ry THE RIDGE TOOL CO., Elyria, Ohio 


PIPE TOOLS 











A Flying Salesman from Los 
Angeles 


P. L. Ross, salesman for the 
Pacific Mill and Mine Supply Com- 
pany, Los Angeles, likes to do his 
traveling by aeroplane. He feels 
safer in the air than in a car. Prac- 
tically every week end sees him out 
with this machine taking his friends 
and customers for jaunts or rather 
flights up into the mountains, out 
over the deserts, and so on. How 
those master mechanics and factory 
superintendents eat it up. Ross 
learned to fly under Glen Curtis him- 
self, Curtis being a school chum of 
his father. But Ross is not always on 
the wing. Late in July he drove 
back from a selling trip to Yuma, 
Arizona, and the Imperial Valley, 
where he found the temperature ex- 
actly 128. 





How We Have Profited by 
Modernizing 
(Continued from page 23) 


motor. The condition was corrected 
by installing a chain drive which 
cost less than $1,000. This was 
cheaper than the renewal of the gears 
and moving of the motor and has 
saved the former maintenance cost 
of about $1,200 a year. This, of 
course, was a very unusual condition, 
and could be traced directly to poor 
design originally, but nevertheless 
the maintenance cost was there and 
had to be paid in order to keep the 
machinery running. This incident 
emphasizes the need for good engi- 
neering and proper application, which 
will overcome many of the “chronic 
diseases” found in nearly every plant. 

Our program of modernization in- 
cluded the relocation of our Press 
Department, consisting of nearly 100 
steam-heated presses. The heat from 
these presses caused an excessively 
high temperature in the Press Room, 
and would have made necessary an 
elaborate system of ventilation cost- 
ing nearly $3,000, if we hadn’t dis- 
covered a simpler and cheaper means 
of correcting conditions. By insula- 
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There’ S Speed Reducer Business in in tho 
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Can you < them {fl 
what they need? 


In THESE DAYS when profits come from economies 
it’s easy to convince the prospect of his need for 
speed reducers. Every flour mill, saw mill, steel mill 
and textile mill is a good prospect. Are you in a 
position to offer them the proper type of speed 
reducer for each application ? 


aches TA 


a 


The G&F line of speed reducers is complete . . . all 
types .. . all sizes. They are designed and built by 
the world’s largest manufacturer of industrial gears. 
Backed by an intensive advertising campaign the 
G&F line lends prestige and offers substantial profit 
to those who handle it. Send for our complete 
dealer plan today. 


GEARS AND FORGINGS, INC. 
GENERAL OFFICES: 3153 WOODHILL ROAD, CLEVELAND, O., U.S. A. 
District Offices: Chicago, Pittsburgh, Detroit, Buffalo, New York, Indianapolis 
Factories: Cleveland, Chicago, Ford City, Pa. 


Our Speed Reducer 
line is complete, in- 
cluding Worm, Plan- 
etary and Herring- 
bone types, and sizes 
for every need. 





Gl 


ers 


GEARSawFORGINGS, INC. 
SPEED REDUCERS 
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FAIRBANKS 
PRODUCTS 


Built of Highest Quality 


Materials for 


ENDURING 
EXCELLENCE 


Valves—Trucks— Barrows 


The name Fairbanks for many years has represented “Standard 
for Quality and Service” and each year sees Mill Supply dis- 
tributors and their salesmen cashing in with greater profits by 
handling the money-making Fairbanks line. ... There is a 
Fairbanks Truck for every purpose. Mills, factories and con- 
tractors in your territory know Fairbanks barrows stand up 
under the most severe use. Reliability is the watchword of 
the Fairbanks organization. Start now—get back of this 
splendid equipment and build added profits and good will. 
Write today for our complete catalog, prices, discounts, etc. 








Fairbanks No. 739 Family 
Barrow (illustrated) is a good 
little General Purpose barrow 
and a fast mover. 


As a Grocery and 

Warehouse Truck 

the Fig. 

illustrated is unex- 

celled. You can 
sell hundreds of them to 
factories, warehouses, and 
various wholesalers in 
your territory. 


THE FAIRBANKS COMPANY 


BOSTON NEW YORK 


Factory: Rome, Ga. 





PITTSBURGH 





ting all presses with 14-inch thick 
magnesia and asbestos, costing $2,- 
800, the room temperature was made 
comfortable, thus eliminating the need 
for a ventilating system. In addition, 
an annual saving of about $2,000 in 
steam consumption was effected and 
a more uniform product turned out. 

Installation of modern mold equip- 
ment to replace obsolete tube making 
machinery in our Inner Tube De- 
partment resulted in a 60% saving 
of floor space, while the labor saving 
brought about will pay for the entire 
investment in three years. 

In one of our sand blast rooms, the 
exhaust fan and motor were so lo- 
cated that the motor bearings had to 
be changed every few months and the 
blades of the fan replaced every six 
months, due to the wearing action of 
the sand. Moving the motor to the 
floor above, driving the fan by belt, 
and covering the fan blades with rub- 
ber, have eliminated this trouble. The 
cost of this improvement is paid for 


| every three months. 


Our hose department is located on 


| the fifth floor and moving long 
| lengths of large hose to our shipping 


room formerly required an hour’s 


| time of eight men, inasmuch as the 
| hose had to be moved down the ele- 
| vator shaft and through the building. 


A chute was built from the fifth floor 


| to an alley, which leads directly to 
| the shipping room, and by cutting a 


few openings in walls, it is now pos- 
sible for four men to move a length 
of hose to the shipping room in 15 


| minutes. The chute and openings 
| cost $1,200 and will pay for them- 
| selves every two years. 


In every modernization program, 
safety should be given consideration, 
for many really dangerous conditions 


| can often be eliminated very cheaply. 
| One such case was the locating of a 
| main steam valve from the steam 
| main to a high speed turbine driving 


a large centrifugal pump. This valve 
was located so that it could be reached 
through a window. Thus in case of 
the turbine running away, the valve 
could be closed from the outside. 
This eliminated the necessity of the 
operator going down into the pump 
room with the danger incident to such 
a procedure in case the turbine was 
out of control. The cost of this in- 
stallation was nothing extra, and 
while it has not yet been used, it is 
a real safeguard. 

The drives in our Rubber Cement 
Department have been changed to 
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Mechanical Rubber Goods of Quality 


Since 1873 


In merchandising, it is well not to blink facts: Only one type 
of product can hope for survival today—a product that meets 
the highest tests of user approval in service and long life, 
at a fair price. 


Such a type product is available in the Whitehead Line, a 
Products quality product at prices not extravagant. For over half a 


Mill Hose—Oil Hose—(Suction & century we haye made Long Life Mechanical Rubber Goods 
Discharge )—Tubing—Sheet Pack- 


ee ” 
ings — Washers & Valves — Di- for resale only. 
aphragms — Dredging Sleeves — ; 
Moulded Goods. So Whitehead offers you quality at equitable prices, plus 
Belting (Conveyor & Transmission) r ‘5 pie 

—Steam Hose—Air Hose—Water cooperation in your sales activities. 

Hose — Suction Hose — Creamery 

Hose—Fire Hose (Underwriters )— 


aa ote sa SEND FOR SAMPLES AND PRICES! 


iit NG 














The Whitehead Bros.Rubber Co. 


i‘ MECHANICAL RUBBER GOODS SINCE 1875 *—_ 
" enton,New Jersey 
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Designs and 
Process make 


ARMS?RONG 
WRENCHES 


Stronger - - More Efficient 





Now tapering jaws that take a firm grip 

where other wrenches cannot reach . . . 

a longer wrench that gives greater lev- 

erage . . . a new balance, handiness 

and a more comfortable grip . . . 

a new method of manufacture 

that results in greater 

strength ... the best drop 

forged wrenches made 
better. 


Sales 
Advantages 


Here is a wrench that will 
sell, that is instantly recog- 

nized as a finer tool, that is na- 
tionally advertised and bears a name 
and a trade mark that are known wher- 
ever metal is machined. ARMSTRONG 
Wrenches are of one quality, there are no 
ARMSTRONG “Seconds,” hence the value 
of an ARMSTRONG Wrench is never ques- 
tioned. ARMSTRONG Wrenches come in 37 
patterns, in all sizes, singly or in matched sets; they 
are uniformly finished in black, baked enamel with 
heads ground bright. 


Get behind this wrench and enjoy the profits it is 
certain to build. 


Order Your Stock Now 


ARMEFRONG 
TOOLS from your 
Supply House 


198,248 times 

each month this 

cut appears in 
ARMSTRONG 
Advertising 


NG 


ARMSTRONG BROS. TOOL CO. 


“ The Tool Holder People” 
305 N. Francisco Av., CHICAGO, U. S. A. 


y ARMS7AE 





























eliminate the danger of fire caused 
by sparks from motors igniting the 
benzol fumes. Motors have been set 
on the floor above, and a chain drive 
installed to drive the line shaft in the 
room below. As the fumes in this 
room are heavier than air, they are 
always near the floor so the fire haz- 
ard has now been considerably re- 
duced. All belt and gear guards are 
made of perforated metal, and every- 
thing in this department has been per- 
manently grounded to carry off static 
discharges. 


ILING and greasing systems 

also offer a fertile field for sav- 
ings. In our plant a modern lubri- 
cating system, which has been in- 
stalled at a cost of about $2,000, has 
enabled us to eliminate the services 
of two oilers, thus saving in labor 
alone nearly $3,500 per year. 

A conveyor on the ouside of the 
building enables us to send pigments 
direct from the freight cars to the 
floor where they are used. This elim- 
inates considerable trucking and per- 
mits our elevators to be used for 
other purposes when shipments arrive. 

Up-to-date stocking equipment has 
eliminated most of the manual labor 
in the fire room. The buckets fill the 
coal hoppers and empty the ashes as 
well. 

Rubber dust creates a fire hazard. 
An inexpensive extinguisher has pre- 
vented the starting of large fires 
caused by armature sparks and in- 
flammable dust. 

Many other improvements have 
been made, but these given are rep- 
resentative and show that, in many 
cases, large expenditures are unnec- 
essary. Important savings often can 
be made by tackling the smaller jobs 
which are often neglected or taken 
for granted in a large plant. Distrib- 
utors have been of considerable aid 
in our modernization program, as 
they have, of course, in the case of 
many other industrial users. 

There isn’t any question in my 
mind but what the distributor has an 
important place in industry today. 
However, it is becoming more and 
more essential for distributors’ sales- 
men to be able to provide customers 
with real engineering service. Par- 
ticularly is this true in regard to plant 
modernization. As more salesmen rec- 
ognize this fact and fit themselves so 
that they can supply such service, 
their value to the industrial user will 
become even greater than it is now. 
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A NEW GOODYEAR BELT 
FOR THE OIL FIELDS 


still another Goodyear development 

im Mechanical Rubber Goods for 

one Of the hardest transmission 
services in industry 








This is the new Goodyear 
Compass Cord Oil Well Belt 
DOUBLE—note two layers 
of drive cords 


NCE more Goodyear comes through with a product 
scientifically designed and thoroughly tested for a 
need in industry. It is a further illustration of why Good- 
year Mechanical Rubber Goods are so favorably 
known by purchasers all over the world. They fit — 
the job better. es 
The new Goodyear Compass Cord Oil Well: Belt 
— DOUBLE — was developed from the famous cord con- 
struction of the Goodyear Compass Endless Belt. It is 
intended for gruelling deep-well pumping and drilling 
service. Instead of one layer of shock-resisting cords it has 
two, one on top of the other. The new belt has received 
exhaustive field and laboratory tests. On one of the toughest 
wells in the Tonkawa Field it outwore five belts of the 
ordinary type and it is still on the job! 

























Recent Goodyear develop- 
ments in Mechanical 


Rubber Goods 


The Goodyear COMPASS 
Endless Belt 
The Goodyear THOR Belt, 
seamless 
The Goodyear COMPASS 
Cord Oil Well Belt 
— DOUBLE 
The Goodyear Emerald 
Cord Air Hose 
The Goodyear Emerald 
Cord Hy-Pressure 
Water Hose 
The Goodyear Asbestos 
Cord Steam Hose 


Whatever the industries you are selling to, Goodyear 
Mechanical Rubber Goods are exactly fitted to your cus- 
tomers’ needs. Goodyear’s sales office is nine parts an 
engineering laboratory. That is why Goodyear products 
sell better. That is why they make and hold business for 
the Goodyear distributor. 

Desirable franchises for the Goodyear line are still avail- 
able. If you are interested in a money-making proposition 
based on the solid foundation of product superiority, just 
write to Goodyear, Akron, Ohio, or Los Angeles, California. 


IN RUBBER 


THIDATMA I 


MOLDED GOODS ° HOSE . PACKING 
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Li Products 
for Industry” 


odaucts— and has use d them for 
r duct 


> New products have been ad 
ed, until today the WALL 


ures that mean 


; Dp 
INDUSTRY knows Wall “Superior” I 
years in promoting y 
oducts still further re 
eid ete but modern, w! ait 
~ jobbers. 
tin utility and economy! Sold only through ) " 
nial LY CO. 3126 Preble Ave..N-S-Pittsbars™ 
9 


NAUGHT 
DR EA » th Safety” —— 
RBNACES 


“service with safety. 


line 15 not only com | th distinctive feat 


p. WALL MEG. SUPP’ 


BLOW TORCHES & FU 


Carriers * Tallow Pots - Oilers 

















Build Repeat Business 
with 
VINCENT 
Grinding 
Wheel 


Dressers 


OU can always depend on repeat business and 

satisfied customers when you sell Vincent- 
Huntington Grinding Wheel Dressers and Cutters. 
They are standard with large and small users. 

The Vincent process of scientific heat treating 
develops in the Cutters long life and efficient serv- 
ice. That accounts for economy in use which is an 
important factor with your customers. 


The Vincent Steel Process Company 
2434 Bellevue Avenue 


Detroit, Mich. 
CD icscoorrice | sew york orrice 
a7 § 


So. Jefferson St. 41 Murray St. 


Write for our Catalog 








Lucky Luke Lands a New 
Customer 
(Continued from page 37) 
When I said that if they’d install 
mine on every shack they’d never lose 
another tool they began to pay me 


| some mind. Sure enough, we counted 


up and they ordered 51 locks. Now 
this lock order was a darned nice 
one but, of course, I was shooting 
for a whole lot more than that, so I 
pressed my advantage and kept after 
those folks till I had horned in for a 
couple more medium sized orders. 

Then, a big one broke for five 
pieces of machinery and there I was, 
who couldn’t get a look-in before, 
asking for a crack at this big busi- 
ness and getting it. They were sold 
on me by this time and in spite of 
tough competition, and a week of 
argument, they finally let me know 
I was sure of the order and to come 
out next morning and settle the de- 
tails. Happy? Oh Boy! Shipwreck 
Kelly could have his flagpoles ; I was 
sitting on top of the world. All that 
evening I figured how much more 
I could take these birds to the clean- 
ers for and I could see my New 
Year’s bonus the size of a full moon 
in September. I would give them 
good service and plenty of nursing 
and maybe I would get all their busi- 
ness like this other guy had been. 

But, Oh! Al, the cold, gray dawn 
of the morning after. The minute 
I walked in the buyer’s office to get 
my big order, I had that feeling like 
some poor egg who suddenly finds 
out they are going to take him for 
a ride. Nobody was talking and the 
superintendent was leaning over the 
purchasing agent’s desk and both of 
‘em looking at me like I had just 
picked their pockets. Of course, I 
took the bull by the horns and asked 
them right away what was wrong, 
and the answer I got sounded like 
Muggsy McGraw eating the ears off 
a rookie who had bunted when he 
was told to swing. 

It seems that my locks were just 
a flock of haywire; they wouldn’t 
hold a sick canary and J was the 
king of liars, as some prowlers had 
smashed the locks on three sheds 
where some of the most valuable 
stuff was kept. As a result, I was 
decidedly on the outside looking in 
and it was an awful blow. In fact, 
I was so dumbfounded I couldn’t 
find any come-back ; just drove back 
to the office in a daze. 

Then I began to get sore at the 
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New SAVINGS with 


Printing Press Drive 


\ 2 
SHORT-CENTER FLAT BELT D °] ' Vv f= 


A PROFITABLE DEALER LINE—New savings with flat 
belts! New sales opportunities for you! Although thou- 
sands of Rockwoop Drives have been sold in a few 
months, the market has scarcely been scratched. If 
interested, write to THe Rockwoop Mra. Co., 1801 
English Ave., Indianapolis, Indiana. 


FLAT 
BELTS 


@ THE EASIEST DOLLARS MADE 
TODAY are the dollars you save in your 
own plant! ... Replace your power-wasting, 
space-wasting drives and you'll get substan- 
tial savings—immediately. 

Now, with the modern Rockwoop Drive 
—which uses a flat belt and two pulleys- 
you can have a compact, efficient motor 
drive for any machine, at a remarkably low 
change-over cost-... You save valuable floor 
space. You save in power cost. You improve 
machine performance. And you get all the 
advantages of simplicity, dependability and 
economy that only flat belts can give! 

The Rockwoop Drive, with its pivoted 
motor base, automatically maintains correct 
and uniform belt tension—assuring constant 
speed and constant pull. With this practical 
drive, power is delivered—not absorbed! 

Thousands of Rockwoop Drives are now 
in service, delivering full, steady power at 
the lowest possible cost. You, too, should 
be getting these new savings with flat belts! 


THE ROCKWOOD MANUFACTURING CO., Indianapolis, Ind. 
THE OHIO VALLEY PULLEY WORKS, INC., Maysville, Ky. 


Divisions of General Fibre Products, Inc. 


Lathe Drive Band Saw Drive 
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Equipment 
in Any Shop 


For 
Aviation Shops 


We recommend the 
Parker Aviation 
Vise, especially 
adapted to airplane 
servicing and man- 
ufacture. No. 
294'-5-6. 


Not only are PARKER VISES well advertised to your trade, 
but they are accepted as fine equipment throughout the in- 
dustrial field—for PARKER has been making vises for eighty 
years. You are offering your customers a product of known 
merit when you offer them PARKER VISES. 

Ask your sales manager about PARKER’S ‘Seven Points of 
Preference.” 


Sold Through Jobbers Exclusively 


PARKER VISES & 


THE CHARLES PARKER CO., Master Vise Makers 
MERIDEN, CONN. 
N. Y. Salesroom, 25 Murray St., N. Y. C. 


Makers of the Famous Parker Gun 


29x 
Machinists’ 
Swivel Base 
Vise. Best for 
all types of 
work 


























=~" 
Specialize On 


MONARCH Transmission and 
Material Handling Equipment 


A connection that offers an unusual 
opportunity for larger sales, because we 
make a complete line, which includes: 


Bearings 








Belt Conveyors 
Hangers 

Pillow Blocks 
Shaft Couplings 
Pulleys 

V-Belt Drives 


Screw Conveyors 
Bucket Elevators 
Feeders 

Bin Gates 


and many other 
items 


for the industrial and 

construction industries. 

A man is judged by the 

company he keeps — a 

= supply dealer by the account he han- 
es. 


Elevator 





Why not investigate this unusual source of 
supply. Catalogs on request. 


Sprout, Waldron & Co., Inc. 
1240 Sherman St. Muncy, Pa. 


Wing Type Pulley 


The MONARCH Line ° 





























locks. I went in to the old man and 
raved something terrible. He says to 
bring the broken locks in and we 
would make the factory sweat as 
they had given us all the guarantees 
in the world. That cheered me up a 
little and I made a special run back 
to Ornamental. The office told me 
that the “super” had the locks down 
at the yard office. I dashed down 
there and when I went in he was sit- 
ting at the desk and began to laugh 
at me. He had his cap over some- 
thing on the desk and when I came 
close he lifted up the cap, laughing 
harder all the time. 

I thought he had gone nuts but I 
took a look and what do you think, 
Al? There was the locks all battered 
and broken and by golly they wasn’t 
mine! No sir, after I quit yelling and 
dancing around the “super” told me 
that whatever dumb-bell had put on 
the locks, he had run short by three 
and instead of reporting had left the 
old locks on, and those were the only 
ones they could break. 

Hot dog, Al, I got my big order 
and am getting all this company’s 
business and am I a lucky left-handed 
stiff. I hear your business ain’t so 
hot right now, so why don’t you 
come over and rub my back. Maybe 
it will take the curse off you. 

Yours for burglar-proof equip- 
ment, 

LUKE. 


How the Work of the Merchan- 
dising Committee Has Progressed 
(Continued from page 18) 
dianapolis was in the mail. Get that 
point. The committee was appointed 
April 4, 1930, had its first meeting 
May 5, 1930, and by June 10, 1930, 
had prepared and mailed 4,000 copies 
of a report which invited the industry 
to subscribe to a movement that had 


| been accepted without a dissenting 


vote in Memphis 60 days before. 
Furthermore, the slogan, “Dis- 


| tributors Serve Industry Economic- 


ally, Buy It from the Distributor,” 
was adopted at that meeting. 

On July 31, the Committee again 
met in Cincinnati and it was there 
that sub-committees on research, ad- 
vertising and finance were formed. 
Particular emphasis is laid on the 
fact that on the last day of July, 
1930, the research committee was 
formed and even though no money 
was available at that time to do a 
research job, between that date and 
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What does a connection 
with Stanley mean 2 


A GOOD NAME. Since 1850 Stanley has stood for qual- 
ity in tools. 


A COMPLETE LINE TO SELL; Electric — drills, screw driv- 
ers, aerial grinders, bench grinders, hammers, wood saws, 
stone saws and metal cutting shears. 


SALES SUPPORT. Sales engineers to assist the distribu- 
tors salesmen in the field. 


PROTECTION. Each distributor assured of protection in 
his own field. 


UNUSUAL TOOLS TO SELL. Included in the Stanley line are 
several unusual tools for which there is a steady demand. 


The kind of a line that gives no “grief” 
—the tools sell easily and stay sold. 


Write us for further information 
Distributors Serve Industry Economically 


THE STANLEY ELECTRIC TOOL CO. 


New Britain, Conn. 


Sales Offices and Service Stations : 

New York Philadelphia Chicago Detroit Cincinnati 
San Francisco Los Angeles Seattle Kansas City Boston 
Buffalo Cleveland Richmond Oakland 
Dallas Montreal Toronto 


i 
rae O .. 10 
wh WH ec 
sre 








STANLEY ELECTRIC TOOLS 
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HE Linear Line is sold only April 29, 1931, the Committee pro- 

for resale, giving you abso- | duced an outstanding, authoritative 

‘@) R lute assurance of freedom from | report which was presented to the 
your source of supply. Washington Convention. 

pa Linear Packings are giving The Washington Convention real- 

E SALE the finest service everywhere | ly marked the advent of a new era. 

4 on all conditions of steam, | Personal dislikes were forgotten. 

‘@) N LY water, air, gas, ammonia and | political lines were erased. At last, 

° acids. Our line is complete, | tne associations were working togeth- 
and shipment on all standard | for the ind . ieaaialial : 
items is made in twenty-four er tor the in ustry. Association pre 
hours. Furnished under your | cedent was over-ridden ; officers were 
own private brand if desired. | retained for a third term; and a move 

Let Linear fill your next Pack- | Was made from the floor that the 
ing order. Joint Merchandising Committee be 

retained “as is” and instructed to 

| proceed with all possible speed. New 

subscriptions came in voluntarily; 

| others who had subscribed increased 

| their subscriptions; and the meeting 

| actually stayed in session nearly an 

| hour after the program was finished. 

| Immediately following the Wash- 

ington Convention, the Joint Mer- 

| chandising Committee took the im- 

portant step of inviting the presi- 

dents of the three associations to be- 

| come active on the committee. Those 

| who accepted the invitation include: 

H. H. Kuhn, Akron, Ohio; presi- 

ee dent, the National Association; Fred 

Berets sce =| W. Glover, Charlotte, North Caro- 

lina, president, Southern Association, 

and David C. Jones, Cincinnati, 
president, American Association, 

A formal plan of operation was 
then set up with an executive com- 
mittee governing all activities. For 
the first time in history, therefore, 


the three associations were united in 
ye n e S a l e l = a d S t O an indies waa 


It was apparent to all members of 


5, another with the | r=" 7%" ve: 
“Lonergan Line” 


Sixty years of business growth demon- 
Lencegan Peeseure strate that the “Lonergan Line” of 
steam specialties builds repeat business. 
Dealers who stock Lonergan appliances 
have found that one sale leads to an- 
3 O O other. The plant that buys a Lonergan 
pressure gauge today will be back 
sooner or later for a pop safety valve, 
oil cup or other boiler room accessory. 
Pleased customers are a solid foundation These folks represent Industrial Supplies, 
for any business. That is the best of a B ng 8 a 
reasons why you should tie to the “Lon- Rotker, treasurer; R. D. Van Dyke, Jr., 


Li ” president; G. Ellis Thorn, secretary, and 
ergan Line. Jane Inez Gordon. Both Miss Gerdon 


and Mr. Van Dyke have had editorial 
ience. Add to this fact th 
J. E. LONERGAN CO. || grisea. tnd Sates and 
: ° | is easy to that it ucky day f 
209 Race St., Philadelphia, Pa. By 4s = Pet 8 he 
called on this house. 














specialties 
for power plants 
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“TRUS FITTING" 





The SQUARE “GEE” Line 


STANDARD AND EXTRA HEAVY 


dded metal, logically placed, ruggedly reinforces Square MALLEABLE FITTINGS ... STANDARD 
AW “Gee” Trus-Fittings. Breakage losses are reduced.... 
E, 


work goes faster... . stronger construction is assured AND GROUND JOINT UNIONS .. . RAIL 
.... With Trus-Fittings on the job. FITTINGS ... STANDARD CAST IRON 


The Square “Gee” is a mark of dependable uniformity on fittings STEAM FITTINGS ... STANDARD AND 
of every type, for Grabler’s advanced manufacturing methods 
and triple inspection of every fitting makes high merit certain. PATENTED CAST IRON DRAINAGE 


Your customers will find their fitting problems solved when you FITTINGS ... STANDARD AND EXTRA 
supply Square “Gees” on every order. HEAVY BRASS FITTINGS ... BRASS 


THE GRABLER MANUFACTURING COMPANY _ UNIONS... STEEL AND BRASS NIPPLES. .. 


aE Re ITI LATER Sy IRR IEEE AL CIEE TORE NE SS IE Ne RENE dO om 
6565 BROADWAY =: CLEVELAND, OHIO HANGERS.. FLOOR AND CEILING PLATES. 
Warehouses: NEW YORK - CHICAGO - LOS ANGELES - SAN FRANCISCO 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE “BEE” 
Pipe Fittings 


MALLEAG LE, CAST IRON ORAINAGE, BRASS 
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The New Imperial 
PAINT SPRAY 


Equipment 


If you want a modern line—one 
that wins immediate customer 
acceptance—that puts life into 
your sales efforts in periods like 
this and builds your profits, pin 


your star to The New Imperial 


You will be impressed—and so will your customers—not | 
only by the —— and economy of its performance, 
but by the simplicity of its working parts. We know of 
no other gun so easy to take apart and le. 
There are IMPERIAL Spray Guns to meet every painting 
requirement, and complete I M ry: ERIAL 
Paint Spray outfits, too—compressors, 
tanks, filters and regulators. You will be 
inspired by the enthusiasm of your cus- 
tomers for this new profitable line. Write 
today for details and our distributor plan. 


The IMPERIAL BRASS MFG. CO. 
511 So. Racine Ave. Chicago, U.S.A. 








ROWELL BOTTOM POUR LADLES 


are now being sold direct to the Distributor by 
the Rowell Mfg. Co. instead of through the 
Giant Grip Mfg. Co., which has been 

acting as Rowell sales representa- 

tives. We are establishing this 

new sales plan for the 

purpose of offering 

our Distributors 

better service. 








APPLETON \ co. J WISCONSIN 


W. Schlachter, shipping department, 

Harris Pump and Supply Company, Pi 

burgh, his hat on a rack made en- 

tirely of pipe and fittings. This rack was 
in an industrial exposition at 
Pittsburgh last year. 





now becoming so important ; so large 
in scope and so confining that the 
committee would have to centralize 
its work in an office and in the hands 
of a full-time man. The work was 
simply too burdensome for even so 
determined and unselfish a group of 
men as composed this committee. Af- 
ter having worked so hard to bring 
peace and harmony, it could not risk 
the possible friction that might result 
if the work were delegated to an 
association, so it was decided to open 
an office in the name of the Joint 
Merchandising Committee and put it 
in charge of an executive manager. 

This office was opened in Youngs- 
town, Ohio, August 1, 1931, under 
the management of R. M. Gattshall, 
formerly advertising manager of The 
Republic Rubber Company. Mr. 
Gattshall is responsible to the execu- 
tive committee of the Joint Merchan- 
dising Committee, which, in the short 
space of one and a half years has 
brought about a nation-wide move- 
ment, sponsored by one manufactur- 
er and two distributor associations, 
and gives promise of very definite 
improvement to the industry. 

It is the duty of the centralized 
office to continue research activities 
and raise funds to the end that a 
general publicity campaign based on 
facts gathered may be started as soon 
as possible. The office will immedi- 
ately proceed to build up a master 
list of all distributors and manufac- 
turers of industrial supplies and 
equipment. To them the Joint Mer- 
chandising Committee’s past work 
and contemplated procedure will be 
unfolded as rapidly as possible. 





SEPTEMBER, 1931 


MILL SUPPLIES 


61 





you caN ELL MORE 


Stock DAYTON COG'BELTS exclusively 


--- FOR THEY FIT ALL 


STANDARD GROOVES 
* 


Here is one fact that gives a tremendous advan- 
tage to distributors of Dayton Cog-Belt Drives. 
Manufacturers and other operators of ma- 
chinery can today buy standard Dayton Cog- 
Belts that will fit a// sizes of standard pulley 
grooves. And this fact is tremendously impor- 
tant to Dayton distributors. They can carry a 
complete line of Dayton Cog-Belts, sufficient 
to serve all standard drives up to 100 h.p., at 
merely nominal cost. 

And Dayton belts, with their distinctive and 
highly efficient cog construction, are especially 
profitable to handle because they are a key 
product. In other words, because Dayton Cog- 
Belt Drives are one of the most efficient known 
means of reducing the cost of power trans- 
mission, they get a prompt hearing for your 
salesmen among operators who are moderniz- 
ing their plants. Thus, they open the door to 
further and larger sales of other mill supplies. 


How the Dayton Organization Helps You 


Whenever one of your salesmen finds it necessary to 
promise early deliveries, he can safely do so, knowing 
that there’s always a large stock of Dayton Cog-Belts 
and Drives immediately available. Thereare 14 Dayton 
District Sales Offices conveniently located, and always 
ready to give exceptional service and cooperation to 
salesmen, 

Let us supply each of your salesmen with the com- 
plete Dayton story. Let us send you full information 
about Dayton Cog-Belt Drives and the valuable Dayton 
franchise. Write . . . today. 


THE DAYTON RUBBER MANUFACTURING CO. 
DAYTON, OHIO 1-16 





auto in 
COG-BELT DRIVES 


WE ARE 


INDUSTRIAL PRODUCTI 


THE SUPERIORITY 
SELT DRIVES Is DUE 


ADVANTAGES 
1% DRIVES oF NO OTHER TYPe 


iI 


* 
“STEPPING Up” MODERN 


ON! 


MACHINERY EQUIPPED WITH 


yee liynermeene DRIVES 
RECORDS F 
INTERRUPTED, PROFITABLE isting 


™portant V-Belt feature been 
a tec £08 construction, 
aay Provement has given 
lexibility at high Speed 

inated heating and distortion, 


gteater economy 


Never has a More j 
introduced in Am 
This revoluti 
Dayton Belts 


igher efficie 
are the notable results, _ 


These remarkable belts 


OF DAYTON cog. 


To THESE 
eliminate vibration, 
: But these bare facts 


'. Less maintenance. Never lutrt 


2. Less 
@djustment. Permanently er 


3. Positive 


6 Minimum space requi 
7. Rugged...ionger life. More 
fe weer, heat end water. 
8. Quiet... 
%. Clean. De net collect dust, 
10. Easy on bearings. 


How Cog 


a More uniterm 


Ment is at your service 
Send for a Dayton 
yton Cog. 
Sample section of the aoa 
THE DAYTON russeR 


*actoay OrstareuTORs in Pammcipar CIT8S AND au WEStTine. 
: 


ue 


It Catalog and 
y. 


D auton 
COG-BELT DRIVES 


-Belt Advertising Helps You 


Above is reproduced, in small size, one of the full-page advertisements 
which have appeared monthly in the nation’s leading industrial 


magazines. 


By means of these advertisements, supplemented by letters, folders, 
catalogs and the distribution of samples, the Dayton Cog-Belt story 
reaches the key men in industrial plants throughout America. Plant 
managers, production engineers, foremen and workmen are thus 
being told regularly about the economy, efficiency and long life of 
Dayton Cog-Belt Drives. 

This story of the exclusive wer and patented features of Day- 


ton Cog-Belt Drives makes the wor 


of distributors’ salesmen easy. 
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APIT AL | Salesmanship That Gets Our 


Business 


6é RED CAP 99 | (Continued from page 19) 


in securing odd-sized die heads, and 

other small items, which helped us 
maintain our production schedule. 

In short, our buying department is 

| fully convinced that he could produce 


| the white rabbit out of the silk hat 

What about the | if need be. His service is so com- 
plete and so unusual that it is only 

M. arket Today fi or natural to favor him when our needs 


are less urgent. Of course, the house 
C AP ITAL he represents has considerable to do 
: | with his success. Without such back- 
66 R d 9 | ing even he might have difficulty in 
S Cap | holding our business. 
Brushes and Brooms? ‘| It goes without saying that we 
 _ ees | aren't miracle-workers ourselves and 
when we pull the telephone toward us 
NVESTIGATE vour customer’s _ to call a salesman on an emergency 
. : | order, we can’t always expect to have 
supplies of brushes and brooms | the luck Aladdin had when he rubbed 
right now, and what do you find? 


his lamp. Just the same, unusual 
In most cases they are probably | service, such as we get from the sales- 





badly depleted, with those in use man referred to above, is appreciated, 
much the worse for the wear. and almost any distributor’s salesman 


; can supply it if he has a mind to. 
That means a lot more business I, for one, can testify that this kind 


for you in the near future, if you of extra service, plus original sugges- 
sell the right line. But, what about tions on plant economy, are the two 
today? | surest ways to make a salesman stand 


out among the many others who are 
Start building for the future seeking the industrial user’s supply 


with the CAPITAL “Red Cap” Line | and equipment business. 
now. In so doing you will pick up pe 
many small orders—and every 

now and then a very substantial 

one—immediately. 


CREDITOR 
Ec CAPITAL “Red Cap” 


Floor Brush a =e Brooms 
gg wi the majority 
= a of your customers’ 
sweeping require- 
ments. Their per- 
formance and econ- 
omy are guaranteed. 
They will bring you 
Push Broom good profits and 
ee steady repeat orders. 
Our sales policy pro- 
vides real distributor 
support. Write for 

details. 


Some of the nationally known lines han- 
dled by the oe pore Surely 

oo Company, Los Angeles, are discernible on 

INDIANAPOLIS BRUSH & BR M MFG. Co. the sign, while in front of the sign are two 
ESTABLISHED 1890 of the fellows who are very instrumental 
in moving these lines. At the left, John 

am Dow Steet Indianapolis, Indiana | Fijiing “office, and at the right, W. T. 


D1. ELENA A AR sieabeccni 
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“Vulean Superior’ Tongs 
were first choice in the 


erection of the World’s 
Greatest Building ... 








"(HE miles of pipe that comprise the plumbing 

and heating system in the Empire State 
Building, represent a man-sized installation job. 
For this work, Williams’ “Vulcan Superior” 
Pipe and Fittings Tongs were selected against 
all competition. And they proved one hundred 
per cent satisfactory. 


“Vulean Superior” is a universal service Tong 
for both pipe and fitting—TWO tools in one. 
The radius of jaws and manner in which chain 
is hung give extra “bites” and instant release. 
The “V” recess in the jaws: assures quick and 
positive grip on fittings. 

Seven sizes, with either flat link or cable chain, 
will handle pipe and fittings from 1/8 to 12 
inches. Fully guaranteed. Ask for literature. 


J. H. WILLIAMS & CO. 
“The Wrench People” 
75 Spring St. New York 


WILLIAM 
VULCAN 
SUPERIOR 
PIPE ano FITTINGS TONGS 





How many of these buildings 


can you name ? 


- Empire State Building 
<- §00—5th Avenue 
3. Hecksher Bldg. 
Twenty-two E 40th St. 
- Lincoln Bldg. 
- N. Y. Central Bldg. 
‘. Waldorf Astoria Hotel 
&. Channin Bldg. 
- Chrysler Bldg. 


BUY FROM YOUR DISTIBUTOR 


WESTERN WAREHOUSE, SALES OFFICE, 
CHICAGO WORKS, BUFFALO, N ¥. 
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Some of those connected with the new 
Standard Supply Company of Portland, 
sg oe Breitbarth, president; Wil- 

Wheeler, vice-president and sales 
ad Samuel Dunlop, representative 


A Sales Policy that Means 
Something to Distributors Re a 


Around its outstanding line of gas welding and cut- ping clerk; and A. C. Eck of William 
ting equipment and supplies, Torchweld has built a reenburg and Son, San Francisco. 
profitable exclusive sales policy for distributors, 
which incorporates vitally i important market applica- 
tion data, definite sales help and interest creating 
advertising to industrial users. 





Who’s Who 


(Continued from page 28) 
You can do a good business with 


Teschuastd todas. Wetee tur deni facturers sold the wheels fully as- 


on our superior line and the markets sembled with the tires on, which 
for it. meant only one profit as against sev- 


eral, but still, the business was good. 
Horseshoes were another large item. 
At times in the firm’s history it sold 
as many of 15,000 kegs of horse- 





ToORCHWELD EQuipmMentT Company 
224 N. Carpenter St., - - - - 


Chicago 











MODERNIZE Your Profits 


with 


“The Chicago Line” 





Daggett Ball Bearing 
Loose Pulley 











Modern products that have real 
merit bring up-to-date profits to the 
progressive distributor who gets 
behind them—providing they are 
made by a company with a real 
distributor sales policy. 


CHICAGO LINE Power Trans- 
mission Appliances meet every up- 
to-date requirement for efficiency 
and economy. The Chicago Pulley 
& Shafting Company recognizes the 
industrial distributor as the logical 
outlet for sales of its products. 


Write today for details on the 
strong sales features of the CHI- 
CAGO LINE and for our plan of 
distributor sales help and protec- 
tion. 


CHICAGO PULLEY & SHAFTING CO. 


19 N. Desplaines St. 


Chicago, II. 











shoes per year, 100 pounds to the 
keg. Then too, there were large 
quantities of steel and wrought iron 
for blacksmith work and other sun- 
dries. While the volume then at- 
tained would not be sneezed at even 
in these times, it did not run into 
anything like the multitudinous lines 
and items of today. No perpetual 
inventories were required or elab- 
orate catalogs. A salesman could 
carry the whole line in his head, 
prices and all. 


Sources of supply were the main 
trouble in those days, or rather get- 
ting materials from these sources, 
which were located for the most part 
on the Atlantic seaboard. Until rail- 
road facilities were extended to 
Portland, goods were all shipped 
around the Horn. It was necessary 
to order six or eight months ahead 
and about six times a year. These 
shipments were to come from the 
East on boats clearing 60 days apart. 
This was all*right when everything 
went well, but owing to bad weather 
a boat would sometimes be delayed 
and it was not infrequently the case 
that two boats that started from New 
York 60 days apart would arrive in 
Portland at the same time. Imagine, 
you present-day distributors, who 
expect to give and receive almost 24- 
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STARTLING FACTS WERE 
PROVEN WITH THESE FORMS 











SCREW EXTRACTORS 


With the “Cost-per-Hole” Drill Test 
Form, originated by this Company, 
some remarkable facts concern- 
ing drill performance have been discovered. No longer can it be said in purchasing 
departments or shop offices that “any drill will do.” Proven facts show that a Twist 
Drill must be selected with the same thorough care that is given to the purchase 
of a drill press, or any other expensive machine. e For example, an exhaustive test of 
five High Speed Drills made by a well-known automotive manufacturer showed that 
C.e-Force High Speed Drills averaged 29.9 points better than the average, 20.9 points 
better than the second best drill and 30 points better than the third best. In the final 
score, the record was as follows: 





CLe-ForRGE Drill . . . . 96.7% 
Oe “cr . ssc eecese 75.8 
Deit“Or" . ws we ws 66.7 
Drill “BB” . 2. w@ w w@ 8 66.4 
he a a 63.4 
Dell “AND . «2 ow ew 55.2 
Drill “‘A’-1  . 2. 2 2 « 41.6 


Why not try the Cleveland “Cost- 
per-Hole” Drill Test in selecting 
your own Twist Drills? 











Copyright 1981, The Cleveland Twist Drill Co. 
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“What's Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending August 
15, 1931, with business 
during the corresponding 
period of 1930. 


Item 


| Belting, Conveyor 
— 


| Compressors 


Concrete Forms, Road, 
| Curb, etc. 


| Conveyors, Portable. 
} : MS 
| Cranes and Shovels 


betes lectric Tools— ~"——™ 
| Drills, Hammers, etc. 


Es | Engines, “Gas, etc. 


ig Whéels, Wire 
Brushes (Prod.) 


ys, Ham, 


mers, etc. 


etc. 


_ etc. 


Nuts, Bolts, and Rivets eats” 


Paint Spraying Equipment 


Pavers and ‘Mixere 


Pipe, Valves and ‘Fittings 


Pneumatic Tools 


Pumps 


Shop Supplies —Brooms, 
Brushes, Waste (Maint.) 


Tools, Pipe Threading 


Tractors and Graders 


T Equipment— 
Pulleys, etc. 


“V"-Belt Drives 


etc. 
Wire Rope 


Masks, etc. 


NEW MIDDLE | EAST 
ENGLAND | ATLANTIC | CENTRAL 


Decrease Increase Decrease Increase Decrease Increase 


se 











KEY TO CHART 
No Change 
Increase 


| 

| 

 —< 5% increase 
| eq 
oer 





WEST 
CENTRAL [SOUTHERN | WESTERN 


Decrease Increase | Decrease Increase | Decrease Increase 
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Consider the Safety « 
Drop Forged Steet 


for High Pressures 
and Temperatures 





a 





Where Safety is considered in any 
Industry operating High Pressure 
and Temperature Equipment, you 
will generally find Vogt Drop Forged 
Steel Valves and Fittings. They are 
Safe because they are drop forged 
and designed with liberal safety 
factors. 


HENRY VOGT MACHINE CO. 


Incorporated 
Louisville, Kentucky 


Manufacturers of: Drop Forged Steel Valves 
and Fittings, Oil Refinery Equipment, Water 
Tube and Horizontal Return Tubular 
Boilers, Ice Making and Refrigerating Ma- 
chinery, Heat Exchangers. 


Branch Offices: 


NEW YORK 
CHICAGO 
CLEVELAND 


\ Sate | 
\ a 

\ | 

X< ’ 6 
x) \ ie) la 
€5 6” 

DALLAS 
e. ee PHILADELPHIA ey 
_— OTs, x oo “4 


DROP FORGED 


STEEL VALVES 
AND FITTINGS 
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Be Selective 
It Will Profit You 


More and more, every day in- 
dustry is demanding the most 
modern equipment and tools. 
You know that. 


Can you meet present day require- 
ments for the most efficient and 


economical electric tools? If you 


are not handling electric tools or 
are not satisfied with your present 
set-up, investigate the Clark line. 
That’s all we ask—investigate it. 
You'll be mighty interested in what 
you find out. 


5/4" 
. 2 Speed 


“CLARK” 
Portable Electric Drills 


Here{is the &, inch—two-speed 
drill—one of the fastest movers 
in a fast moving line. 

Clark quality and variety and 
Clark’s sales policy will appeal to 


the distributor who is selective and 
has an eye to profits, 


first in the field” 
: — 
ea Electric 
Tools 


JAS. CLARK, JR. 
ELECTRIC COMPANY 
605 Bergman St. 


LOUISVILLE, KY. 





| bucketfuls he received. 














hour service, what it would be like 
to hold your customers off for 60 
days. And it happened sometimes 
that a boat would sink and the 
cargo never arrive. That would al- 
most put a distributor out of busi- 
ness. True, there were some San 
Francisco stocks, which could be 
reached with considerable delay. But, 
of course, buying from them to re- 
sell meant a very small margin of 
profit. 

Blacksmiths’ coal was a consider- 
able item of commerce with the dis- 
tributor of those days. This also 
came around by boat from the East 
coast. Arriving at the dock, a single 
bucketful would first be drawn ‘up 
and carefully weighed. Then the 
tonnage allotted to each distributor 
was determined by the number of 
The weigh- 
ing in of this first sample bucket was 
attended by a representative of the 
house which was buying the coal and 


| he also checked on the number of 


buckets. 
In the early days, an older brother 


| who has since passed on, did all the 
| out - of - town 


traveling, covering 





Horsford, secretary of the Horsford 
te Ba Company, San Francisco. He 
and M. D. Horsford, president, started the 
company 31 years ago. They specialize in 
transmission equipment and have been 
Dodge distributors for 20 years. They also 
handle Page belting and the territory 
which they cover consists of northern Cali- 

fornia and Nevada. 














A profitable Su 
that fits into 
the most 
modern 
selling plan— 


THE NEW 


BADGER 
Car Mover 


It embodies those features 
of quality, power and sala- 
bility that satisfy modern, 
discriminating buyers. Our 
distributors can tell you 
how readily The ''New 
Badger" sells—how profits 
gtow when you go out 
after business with it. 


The Advance Safety Car 
Wrench will fill your cus- 
tomers' demand for 
strength, safety and econ- 
omy in an important tool. 
Sell The New Badger and 
The Advance in combina- 
tion. It will profit you. 


Write today for details 
and our distributor terms. 


Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance 
Car Mover Co. 








BALL BEARING SPUR GEARED 


CHAIN HOISTS 





Heavy cases easily and safely stacked with Yale Ball Bearing Spur 
Geared Chain Hoist, Trolley and Hand Traveling Crane. 


Yale enables industrial supply distributors to give their 
customers prompt, confidence-building service, whether 
the requirement be for a single chain hoist or a com- 
plete hoisting and conveying system. Every Yale Chain 
Hoist you sell will make a friend for you by the speed, 
safety and ease of operation with which it goes about 
its job. 


Consistent Yale advertising is sending business to Yale 
distributors. 


Distributors serve industry economically. 
Buy Yale from your Industrial Supply Distributor. 











(IB Hoisting and Conveying Systems 


THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S.A. 
Makers of Yale Electric Trucks, Hand Lift Trucks, Hand Chain Hoists, Electric Hoists and Trolleys 
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Oregon, Washington and Western 

66 39 Idaho, much the same territory as 
ti 44 ty us the company covers at the present 

time. Frequently he would get 

loaded up with orders and have to 

Socket Set Screws cut his trip short and come in. Then 
everybody would turn to, frequently 
working night, pack and ship the 
goods, write up the bills and do the 
necessary correspondence work, all 
A Consistent Seller by long hand. Not all the outside 


ngesaae trade was taken care of by traveling 
for Distributors salesmen, however, as the black- 
smiths made quite regular trips to the 
“CHICAGO SAFETY PLUS” | city to do their buying, and incident- 
socket set screws are made of se- ally, to receive. the entertainment 
lected alloy steel, carefully heat showered upon them, which was the 
treated to give maximum strength custom in those days. There were 
pd , about three hotels in the city then 

and durability. Packed especially i ‘ 
sep : and the newspaper published the coun- 
for distributors. A fast moving, try arrivals religiously every morning. 
quality line that makes distribu- | [t was young Haseltine’s special 
tors’ sales efforts well worth the | duty every morning to make the 
while. Steady repeat orders as- rounds of the hotels as early as pos- 
omved. sible, after reading up on the ar- 
rivals. Competitors of course did 


. the same thing and it became a race 
The Chicago Screw Co to see who could round up the most 
a customers and get them out to the 

1026 South Homan Ave. Chicago, Illinois warehouse. While it has not been a 
** Buy lt From Your Distributor’’ regular practice with Amby to do 
much outside traveling through the 
year, he has on occasion done some 
| outside sales work and recalls the 
first out-of-town order he ever took. 
This was in 1884 when he was sent 
to Hillsboro to buy a horse from a 
local blacksmith. While about it, he 
sold the blacksmith a bill of goods. 
It is interesting to know that the 
same blacksmith is still doing busi- 

ness and is an occasional customer. 

















UT times have changed and J. E. 


Haseltine and Company, which 

58 publications are carrying the story of Alligator Steel | has always been forward-looking, has 
Belt Lacing to the user in 1931. This is part of our consistent kept abreast and generally a little in 
long-time merchandising program. : advance of the changing conditions. 
a es the cooperation extended to us by the jobber and When the blacksmith business began 
FLEXIBLE STEEL LACING COMPANY to wane, the great logging and lum- 

4633 Lexington Street. CHICAGO, ILL. ber industry became paramount and 
In England at 135 Finsbury Pavement, London E. C. 2 the Haseltine company became a 
large factor in it. Later it could 
be seen that this industry too was 
| reaching its peak and other fields 
would have to be developed. As in- 
| dustries began to build up in Port- 

pre a land, mill or industrial supplies be- 
GO , came an important factor and for 
the past 8 or 10 years the company 
has been essentially an industrial 
distributor, the old blacksmith busi- 
ness having dwindled to a mere 15%, 
| and industrial supplies stepped up to 
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Operation at 
LOWER COST 


CLIPPER Lacing Equipment offers to your trade the 

most efficient belt-lacing operation known at a 
LOWER initial and maintenance cost than any 
other comparable make in the world! 


This is a dominating selling appeal— 
PLUS the fact that Clipper will stand 
up against the most punishing shop 
treatment. Clipper Lacing 
Equipment backs your claims 
with a record of unequalled 
achievement. 


The Clipper No. 6 Speed : a = Clipper Lacers come in types 


Lacer is a marvel of belt- 
lacing efficiency. Laces both 
ends of a six-inch belt in ex- 
actly 90 seconds. Weight 
only 56!/, Ibs. 37,500 Ibs. 


pressure. 


for every requirement, lacing 
the smallest of belts up to 
the heavier and wider ones. 
The use of Clipper Hooks 
and Pins ensures a perfect 
lasting joint. 


Clipper Belt Lacer Company , Grand Rapids , Michigan 
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or FINE THROTTLING 
AND LONG LIFE/ 


















































Valve maintenance is far more expensive 
than the first cost of a good valve. Reduro 
Globe and Angle Valves pay for themselves 
many times over in labor shutdown savings. 
Seats and Discs are “Swift Metal”—an ex- 
tremely hard surfaced nickel-bronze alloy. 
They therefore have great resistance to wire 
drawing and other abrasive wear. And they 
may be reground or seat and disc renewed. 


READING-PRATT & CADY COMPANY, Inc. 


An Associate 





C i? BRIDGEPORT, CONNECTICUT 
— Offices and Warehouses: 
FP onl Boston, Charlotte, Chicago, Cleveland, Detroit, Hartford, 


Houston, New York, Philadelphia, Pittsburgh, Rochester, 
St. Louis, San Francisco, Tulsa. 





Incorporated 











The Wolves of Lenox 

In a fearsome chorus of barks and 
savagely snapping jaws they broke 
from the highland forests of old Scot- 
land and rushed with the speed of the 
wind down thru the pastured flocks. 
Nothing stood before their super- 
strength, speed and clean cutting teeth 
—when the Wolves of Lenox were on 
the job! 




















Popularity That 
Assures Greater 
HACK SAW Profits! 


Popularity that has spread to 
every corner of the land—a de- 
mand for “The Tools in the 
Plaid Box”—from shops and 
men to whom hack saw blades 
of super-strong, quick cutting 
and long lasting qualities are 
essential. 
Stock up on Wolves of Lenox. 
Watch your profits shoot up too. 
Our special sales plan will help 
you get these blades started in 
your territory. Write for par- 
ticulars today. 
**The Tools in the Plaid Bos”’ 


American Saw & Mfg. Co. 


Springfield to Mass. 

















85% of the firm’s activities. Within 
the last three years a division of the 
industrial business, welding and cut- 
ting equipment and supplies has been 
developed to a very considerable ex- 
tent. 


The company was incorporated in 
1897, with J. E. Haseltine as presi- 
dent and J. A. as vice-president and 
manager. Upon the death of the 
father, the latter became president. 
The other officers at present are: 
W. A. Haseltine, son of J. A., vice 
president and purchasing agent; 
Henry L. Ernstrom, sales manager ; 
W. D. Allard, head of the automo- 
tive department; and Sidney Mills, 
office manager. There are at present 
40 employees of which 16 are sgles- 
men, 


F all these people, no one is more 

active and regularly on the job 
than “Amby” Haseltine himself. He 
is in the office every day ; comes early 
and stays late. With the able lieu- 
tenants mentioned above, the details 
of running the business no longer 
descend upon him, but he is on hand 
to discuss all problems with them 
and to give advice from his long ex- 
perience. Though he is one of the 
pioneers in the supply business of 
the Pacific Northwest, it must not 
be assumed that he harks back to the 
old ways of doing things. He is not 
only open to suggestion, but a con- 
stant “suggester” himself as to new 
ways and means to modernize the 
lines and methods of doing business 


| to keep it up to the minute. His 





heart and soul are and always have 
been in his business. But it has not 
“curdled” him. He is youthful in 
his mannerisms and in his way of 
thinking. His office is open to any- 
body and everybody all the time 
from the beginners in his organiza- 
tion to the highest officers. They 
come and go constantly and it is to 
be remarked that not a one seems 
to have a long face when leaving. 


MBY HASELTINE is loyal to 

his men, as they are to him. He 
puts his own men ahead of every 
other consideration. To the hundred 
and one requests for help from out- 
side organizations he may turn a 
deaf ear. But if one of his own 
men gets into trouble, he is right 
there to help him out. Not only is 
this true in financial matters, but in 
the little human things that count 
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the MORSE Line 


mind, strengthening and maintaining 
the reputation which makes MORSE 
sales a certainty. 


“Popular Science Monthly” and a score 
of business magazines keep driving, home 
the MORSE story. You will find that the 
selling has already been done when you 
offer your customers the MORSE line. 


MORSE tools have been steadily Zather- 
in8 momentum since 1864. Let them 
add speed to your small tool turnover. 


does push up your sales 
T 


HE name MORSE has been in your customers’ minds for 
many years. MORSE advertising keeps the name in 








The Morse Line 
includes 


High Speed and Carbon 


DRILLS 
REAMERS 
CUTTERS 

TAPS AND DIES 
SCREW PLATES 
ARBORS 
CHUCKS 
COUNTERBORES 
MANDRELS 
TAPER PINS 
SOCKETS 
SLEEVES 
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TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS..U.S.A. 
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An Egyptian 
Saw of the 
Stone Age 
Found in a 
tomb 
Thebes, Egypt. 


An early Au- 
stralian saw pos- 
sibly used by the 
primitive Bush- 
men, made from 
stone. 


EARLY SAWS 


It is very interesting to notice 
that the ancient saw's teeth 
were backwards and their cut- 
ting stroke was drawn rather 
than pushed. 

In the evolution of the saw 
many hundreds of years 
passed before the metal cut- 
ting saw was thought of. 
Victor saws today represent a 
half century of manufacturing 
experience and skill and their 
ability has been consistently 
proven by mechanics’ increas- 
ing demand for them. 


A trial will convince you 
Buy from your distributor 


Victor Saw Works, Inc. 
Middletown, New York 





HACK SAWS 


adBAND SAWS 













at} 


even more. For instance, when one 
of his men was ill in a distant town, 
it was Amby, president of the organ- 
ization, who called him up on the 
telephone every day and had a little 
chat with him. 

It is said of Amby that he gives 
away more cigars than any man in 
the United States. However this 
may be, he is certainly there with 
the glad hand and delights to see 
and talk with as many people as pos- 
sible who come into the store or 
offices. It is seldom that he forgets 
faces or personalities, but of course 
in the case of strangers he has to 
break in the same as anyone else. 
One time he noticed a man in the 
store waiting for something. Think- 
ing he might be a customer, he 
stepped up to pass the time of day 
and got into a little chat, leading up 
to the formality of “have a cigar.” 
This was graciously accepted and 
then Amby said: “If you will just 
wait a minute one of the salesmen 


| will be here to take care of you. 





They seemed to be all tied up at the 


moment. You aren’t in a big hurry, 
are you?” 
“Oh no,” said the man, “I’m 


working for you.” 


UCH criticism has been made, 

during the last year, of the kind 
of business man who has talked big 
before local and other organizations 
about loyalty under the present try- 
ing conditions and the necessity for 
keeping men at work, and then has 
been the first one to go back to his 
office and cut salaries or let men out 


altogether. Not so with Amby Ha- 
seltine. During all this period there 


has been no general salary cut, only 
one man has been allowed to go, and 
he probably would have gone under 
any conditions. Amby’s motto has 
been, “Work a little harder and a 
little longer and hold the job.” Fur- 
thermore, the policy of the company 
is to improve facilities during dull 
times and get ready for big business 
to come. Acting on this idea, Mr. 
Haseltine has sanctioned the removal 
of all the heavy stock to another 
warehouse, completely remodeled the 
old store room into an up-to-date 
display room and is now completely 
remodeling the offices, all at an ex- 
pense of seven or eight thousand dol- 
lars. Not many companies have 
such a record of activity in that line 
since the fall of 1930. 








Monarch Ball 


the 


Steel Process 
Babbitt 


The standard bear- 
ing metal for thou- 
sands of industrial 
plants. 


Sold only through 
one Distributor in 
any territory 


MONARCH METAL COMPANY 


Established 1895 


119 S. Lincoln St. Chicago 




















How We Serve e e@ @ 


e e e DISTRIBUTORS 


Many distributors of mill sup- 
plies have found it profitable to 
take orders for special non-fer- 
rous equipment to be made up 
in our shops. Such items as 
coils, bends, special piping, ex- 
pansion joints, special copper and 
bronze pipe fittings, kettles and 
kettle repairs, tanks, vats, evap- 
orators, condensers, etc. We 
make this equipment in copper, 
brass, bronze, aluminum, nickel, 
monel and stainless steel. 


- Stock Items - 


For distributors’ stocks we make floats 
and float valves, copper and stainless 
steel measures, funnels, dippers and 
pails, and a new line of permanent 
mold bronze and aluminum bronze 
bushings in all sizes. See our page 
in M. S. Catalog & Directory. Prices 
and further information sent on 
request. 


Arthur Harris & Co. 
210-218 N. Curtis St., Chicago 


Coppersmiths 
Engineers Bronze Founders 
Float Manufacturers 


Established 1884 
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CONDOR RUBBER PRODUCTS 
for INDUSTRY 


SIMPLIFICATION 


—because the Condor Line of 
Mechanical Rubber Products 
eliminates duplication. 


—because it materially simpli- 
fies your stock of belting, hose, 
packings, etc., making reorders 
easier, giving faster turnover 
in an ever-widening market. 


—because each item in the 
Condor group is ‘work tested” 
in addition to being designed 
and manufactured according 
to our most scientific methods 
developed and improved Wi 





continuously over a period of 
38 years. 


If you are not already a Condor 
distributor, write for details 
of our dealer franchise. 


It shows the way to true 
SIMPLIFICATION. 


The Manhattan Rubber Mfg. Division 
| of RAYBESTOS-MANHATTAN, Inc. 
Executive Offices and Factories 
eR Passaic, New Jersey 
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Mill Supply Distributors see today the value of stability of demand 
and firmness of price-level, as marking the really strong line. They 
distinguish thereby the product of Quality — the consistent profit- 
maker ; the preferred stock of buyers. They recognize here an all-time 
reason for handling ome line of hollow screws; the one sold and 


sponsored by mill supply houses for twenty-one years. « « « 


THE ALLEN MEG. COMPANY 


| HARTFORD, Conn. U.$.A. 
* aS 
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Modern ProductsOpen the Door 
to New Business 





66 HERE isn’t any question in my mind 
‘Dw what the distributor has an im- 
portant place in industry today. 
However, it is becoming more and more es- 
sential for distributors’ salesmen to be able 
to provide customers with real engineering 
service. Particularly is this true in regard to 
plant modernization. As more salesmen 
recognize this fact and fit themselves so that 
they can supply such service, their value to 
the industrial user will become even greater 
than it is at present.” 


The above quotation is taken from an arti- 
cle by J. C. Evans, chief engineer, The Re- 
public Rubber Company, Youngstown, Ohio, 
appearing elsewhere in this issue. 


There is little doubt but what industrial 
modernization affords tremendous sales op- 
portunities for the salesman who will equip 
himself with the proper information concern- 
ing modern supplies and equipment and then 


apply that information to the immediate 
needs of his customers and prospects. 

Progressive users realize the necessity for 
keeping plant equipment up-to-the-minute. 
They know that the excessive cost of oper- 
ating an obsolete machine will soon pay the 
price of a new one. 

Manufacturers are producing the improved 
equipment and supplies which users are de- 
manding. Scores of them have been featured 
in the past two issues of MILL SuppLigs. 
Many additional ones are shown on the fol- 
lowing pages. 

Arm yourself with all the facts about these 
modern products. They will assist you in 
keeping a step ahead of the other fellow in 
your quest for profitable business. 

The convenient coupon shown on this page 
contains key numbers of each product shown 
in this issue. Just check those items on which 
you desire further information and return to 
MILL SUPPLIES. 





MILL SUPPLIES, 
520 No. Michigan Ave., Chicago. 


in the following list: 


P-5, P-6, P-7, P-8. 





Please have the manufacturers send us literature describing new and modern prod- 
ucts shown on the following pages. 


K-1, K-2, K-3, K-4, K-5, K-6, K-7, K-8, K-9, L-1, L-2, L-3, L-4, L-5, L-6, L-7, L-8, 
L-9, M-1, M-2, M-3, M-4, M-5, M-6, M-7, M-8, M-9, N-1, N-2, N-3, N-4, N-5, N-6, 
N-7, N-8, N-9, O-1, O-2, O-3, O-4, O-5, O-6, O-7, O-8, O-9, P-1, P-2, P-3, P-4, 


(Check the numbers wanted) 


The numbers in which we are interested are checked 
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HE interchangeable cen- 
ter which is a feature of 
this wire wheel brush makes 



































HIS cut-off machine is designed | it possible for a distributor to 
for fast, smooth, and accurate supply trom stock a brush 
cutting, using an abrasive disc. The that will fit practically any 
speed of the cut is said to be so fast | standard arbor. The brush is 
that there is no danger of burning, | particularly useful for buffing 
discoloring or drawing the temper. | tires, cleaning gears, remov- 
Accuracy is assured by the rigid con- ing paint, rust and so on from 
- struction and the features of design | castings and molds. (M-7) 
| CRIDKET ctne, cue cosuieel ees. || for eliminating vibration. as well as | = Sea ee ae 
A quirement is included in one the clamp for holding the material, | 
| new line of electric hoists Che and the stop gauge. (M-4) 


| following types are made: hook : : = 
suspension, bolt suspension, plain, 
geared and motor-driven trolleys as 
|} well as a motor driven trolley type 
| for narrow switches and a_ high 
hook hoist for installations where 
head room counts. (M-1) 





HE advantages claimed 

for this aluminum-made | 
fence are: that it is non-cor- | 
rodable under most atmo- | 
spheric conditions, and so 
need not be galvanized or 


HE V-belt line represented by 
this illustration is made to stand- 
ard measurements for any standard 
multiple V-drive in any multiple of 
| belts trom two upwards. The load- 





“hy? HIS rugged whee! pipe cutter ea “— oe ard ol pac ogy on painted; it is strong due to | 
| has a cutting range of ‘x-inch ee a ee = the inclusion of suitable al- | 
| to 2 inches inclusive. The castings neutral area near the middle of the loys to make the aluminum | 

ait sai caiied eudiieabiy Leila eines belt that ts neither under tension or | suitable for structural pur- | 
| strong, and the internally threaded ‘ompression, (M-5) | poses. (M-8) 
section, through which the feed han ‘ rs : mS Se 


dle screws, is made extra long. (M-2) 





NEW device for handling 
Ziwooden barrels, steel 





MPROVEMENTS over past de HIS steel caster has recently drums and tierces in ware- 

signs are incorporated in a new been placed on the market in houses, packing plants, and 
line of single-operator welding sets sizes 6 inches and 8 inches in diam freight houses, has been put 
Among the principal advantages are eter. It is made to mechanical pre on the market. The barrel-han- 
the use of two-bearing construction cision, designed with a double row dler is made of wrought iron 
on the A. C. types up to 600 am- ot balls to carrv the load, and a third and is rigidly constructed to 
peres; and greatly improved weld- ball race to absorb the side shock. withstand rough _ handling. 
ing characteristics. (M-3) (M-6) (M-9) 
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HIGH SPEED HOISTS 


IFE depends on your choice of a hoist. The inspec- 
tion plate on your Wright Hoist means it is 
thoroughly tested under 50% over-load, on a long 
ton basis. ([ The name “Wright” on your hoist signifies 
utmost quality of material and workmanship. Speed 
and ease of operation . . . and, above all, assurance 
against failure. ({ There is a Wright Distributor nearby. 



















WRIGHT MANUFACTURING COMPANY vs DISTRIBUTORS 


BRIDGEPORT, CONNECTICUT SERVE INDUSTRY 
ECONOMICALLY 


An Associate Company of the American Chain Company, Inc. 
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A COMPLETE line 
i of silica-graphite 


paints for the protection 





NE 


W all-purpose small 


of exposed metal sur- i power saw is driven at high 

faces such as _tanks, speed on a short stroke, from the 

stacks, and buildings, direct drive shaft of a '4 h. p. mo- NNOU 
has been developed re- tor. It has a patented counter Fi 

cently. It is made in 14 


serviceable colors includ 
ing bright aluminum. Its 





balancer 
on the end of the motor shaft to 
which connecting rod is attached. 


and silencer mounted 


of superiori 














a we said to lengthen The tool is especially useful in 10 five-pour 
t 1€ time between re schools, and pattern shops (Q-4) be readily 
paintings. (O-1) (O-7) 
| 
| 
Bi HIS safety barrel and drum 
handler is said to make it 
possible for the operator to place 
NEW series of hy- a barrel or drum in position for 


draulic jacks are de- drainage in 10 seconds’ time. The 

signed to fill the need front carriage recedes while the NEW 
. | s NEW 
for a power unit of 4! barrel or drum is being rocked Z 

tons capacity (O-2) into an upright position, (O-5) 














g Bs new tool combines a 
drill, sander, buffer and pol- 
isher all in one. With the key 
less chuck, it operates drills, wire 
brushes, wheels, rasps 
and other accessories. The 5-inch 
flexible pad accommodates sand- 
ing discs, lamb’s wool polishing 
bonnets and felt rubbing pads. 
(O-3) 


abrasive 





N underneath belt drive is a feature 
d of this compact, self-contained 
lathe, which is designed for all kinds 
of fine, precision work in the tool room, 
manufacturing plant, and machine shop. 
Other new features of the lathe are: 
double wall apron; multiple disc clutch 
and steel apron gears running in oil. 
(Q)-6) 





NCEMENT has been made of a 


new babbitt metal which is a lead base 
product and said to be an anti-friction metal 


ty. It is packaged in a service- 


able wooden box with hinged lid containing 


id bars, cast in such form as to 
divisible into smaller portions. 





product is a_ ball-bearing fan 


that can be used as an exhaust fan or a 


volume blower. It has heavy- 
duty, dust-proof, double-row, 
self-aligning ball bearings. The 
housing is one-piece and can be 
swung around to give 8 differ- 
ent discharge directions to the 
outlet. The blast wheel is made 
of malleable iron. (O-8) 





HIS portable electric paint 

spray unit weighing 46 pounds 
utilizes the air compressor prin- 
ciple in the same manner as the 
larger heavy duty units. It is 
particularly well adapted for 
touch-up jobs in industrial plants. 
(O-9) 


























Introducing— 

A NEW BABBITT METAL 
OF SUPERIOR 
UALITIE 




















UNTING Lead Base Bab- 

bitt now being intro- 
duced to the trade, and sold by 
leading industrial supplies distributors 
in all markets, is the result of a long and 
intensive study of bearing metals in the 
great metallurgical laboratories where Bunting 
Phosphor Bronze was developed. 












This new Bunting Babbitt is manufactured under the most rigid 
laboratory control at all times, thus assuring the unvarying 
production of the desirable qualities determined by research, 
experiment and test. Here, at last, is the Babbitt you have always wanted. 
Try it and be convinced. It costs no more than ordinary Lead Base 
Babbitt. Here is an anti-friction metal that reveals conspicuous superiori- 
ties in all babbitting operations in general industry, railway and marine 


Bunting Babbitt is cast into bars weighing approxi- 
mately five pounds each and cast in such a form 
maintenance. For all purposes served by a Lead Base Babbitt, this as to be easily divisible into smaller portions. Ten 


bars are packed in a strong wooden box with 
hinged lid constituting a safe and convenient stor- 
age place for unused bars and pieces of metal. 


new Bunting product will yield results never before achieved. 


a Pein 





Bunting Cored and Solid Phosphor Bronze Bars are made of special Bunting Copper-Bronze Hammers are infinitely superior to the 


alloy that machines easily and produces a finished product of supe- familiar ‘‘copper maliet.’’ They will withstand repeated pounding 

rior qualities. The bars are accurately cast—there is no waste wi.hout hardening and chipping. Fitted with a standard hickory 

because of structural or dimensional defects or crooked holes. wood handie with ample stock through the eye to permit easy re- 
. . laceme sed “ 

115 sizes of Cored and Solid Bars of Bunting Phosphor Bronze are stacement Four sizes—t, 2, 3 and 5 me. ; 

carried in stock at the factory, all Bunting branches and by leading one Gana aa at = Pi Png > — and is 
" 1 n al arts of th 1 e asse ec 0 a tne stee handie. provides a supe- 

mi supply houses i Ip e world rior metallic composition of the head metal and a more perfect 

balance. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 
BRANCHES AND WAREHOUSES AT 
NEW YORK CHICAGO BOSTON PHILADELPHIA SAN FRANCISCO 
EXPORT OFFICE TOLEDO, OHIO 


THE LEADING 
BEARING METAL 
IN AMERICA AND 
—_ 
+ =e 


ee QUALITY 


cner2ene) — CORED and SOLID BRONZE BARS 
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A NEW development is a series 
4 of globe and angle valves 
turned from solid bar stock ma 
terials—bronze, carbon. steel, 
tainless steel or a combination 
of these metals. The valves are 
made in the following sizes: 1 
I4-, %-, and %-inch. (L-1) 





lean of these legs with a 
4 Across rail provides a light, 
substantial barricade or work 
horse than can be taken down 
and folded away in a small space 
when not in use. One of the 
advantages of this barricade is 
that it will take varving thick 
nesses of wood. (1-2) 





T HE die segments in this too) 
are made of electrically heat- 
treated steel with no cut out re 
cesses forming weak sections that 
crack off in use. Large oil holes 
permit easy oiling thus preserving 
the life and sharpness of dies and 
assuring threads. 
hese oil holes also provide ample 
chip clearance. Extra long handle 
sockets eliminate the danger of 
pipe handles working loose. (L-3) 


clean, smooth 





PORTABLE electric paint spray unit 
ZA which utilizes the air compressor principle 
in the same manner as the larger heavy duty 
paint spray units is a new product now being 
produced. The unit weighs only 46 pounds but 
it thoroughly atomizes paint, lacquer, varnish, 
enamel, or any spray painting materials. (L-4) 





"T°: HIS motor driven bench band saw has a 
clearance of 12 inches under the guide and 
‘apable of sawing material 12 inches thick. 

The machine is especially suitable for use by 

pattern makers, cabinet shops, ete. (L-5) 





HIS grinding wheel dresser is effective on 

bakelite, redmanol, and rubber bonded 
wheels, and gives equally good results on large 
high speed wheels of silicate and 
vitrified bond. (L-6) 


and coarse 








laterior View of Ladle Bow! >———> 





ROM this ladle all 

metal pours from the 
bottom. It is self-skim- 
ming, so there is no loss 
of metal. The ladle is 
made in a size to meet 
most requirements for 
pouring lead type babbitt 
or other non-ferrous 
metals. (L-7) 





NNOUNCEMENT 
ve has been made of a 
new convenient clamp for 
every purpose. Without 
using wrenches it is in- 
stantly adjustable to po- 
sitions that make it as 
rigid as a fixed clamp. 
Any length of 1-inch pipe 
used with the malleable 


iron clamps can be made 
o tei: wee 
(L-8) 


into a “bar’ 


clamp. 





HIS snip is designed 

for cutting curves, 
circles and irregular jobs 
such as templets, fixtures 
and on pattern work. It 
can also be used for 
straight cutting. (L-9) 
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HEN YOU SELL"Moly” shovels, 

be sure to point out these ex- 
clusive features that actually give 
workmen that “pitch-in”, “whip- 
the-world” feeling: the patented 
“Moly-D” grip .. wide, roomy, com- 
fortable; the patented turned-over 
step that saves feet and shoes (and 
strengthens the blade); the sur- 
prising lightness made possible by 
Wood’s Mo-lyb-den-um steel blade. 


“Moly” shovels cut shovel costs. . 
two ways. First, by outwearing any 


PaPaPaPAW OOD’ S Fararara | 
MO-LYB-DEN-UM 
rararaSHOVE LS rarer 


Talk Up... 
That “Morty” Smile 


other kind. Second, by making for 
easy digging, You don’t have to look 
for a trademark to spot a “Moly” 
shoveler, Just look for his broad, 
“Moly” smile. It’s a fact! 


“Moly” quality that outwears two 
to six ordinary shovels and that 
“Moly” smile is an unbeatable com. 
bination when it comes to cutting 
shoveling costs. Talk it up! and you 
will talk yourself into repeat shovel 
orders. Made by The Wood Shovel 
and Tool Company, Piqua, Ohio. 
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Economy! . . Curtis Air Hoist 
costs one-fiith that of other power 
hoists; no more than a chain block. 


When first cost or cost of operation is considered (in- 
cluding power, labor, depreciation and servicing) Curtis 
Air Hoists prove their greater economy over other types. 

But aside from economy, Curtis Air Hoists, because of 
their simplicity and accuracy (only one moving part) 
have positive advantages and are your logical choice 
if your hoisting involves any of these eight conditions: 


5. If gentle handling of load is needed. 
6. If horizontal motion is required. 
7. 1f atmospheric conditions are bad. 
8. If outdoor operation is a factor. 


1. If ordinary labor handles hoists. 

2. If over-loading is likely to take place. 
3. If hoist failure means costly stops. 
4. If accuracy of spotting is important. 


Write for Curtis catalog of air hoists and industrial equipment. 
Curtis Pneumatic Mchy. Co. 1928 Kienlen Ave. St. Louis 


CURTIS I-BEAM 
AIR CRANE 


Has 10 to 40-foot span, 
14 to 10-ton capacity. 
Roller bearing, easily 
handled. Requires no 
special operator ; success- 
fully operated by any 
workman, especially 
with Curtis Air Hoists. 





I-BEAM TROLLEY 


Has large wheels, roller 
bearings, self-equalizing 
frame and other features 
to make it unusually 
easy running. 





CURTIS 
COMPRESSOR 


Sizes 3 to 50 h.p. Tim- 
ken bearing equipped 
Water cooled. Curtis 
new Centro-ring lubri- 
cating system assures 
lowest oil consumption 
with certainty of safe 
lubrication. Unloader 
regulates air pressure. 
Bypass valve permits 
starting unloaded. ‘‘Car- 
bon Free” valve design 
insures greater efficiency. 





CURTIS 
PAINT SPRAY 
COMPRESSOR 


Sizes 14 to 5 h.p. 
Single or two-stage. 
Automatic control. Rec- 
ommended by leading 
manufacturers of spray 
guns. Centro-ring | ubri- 
cation prevents clogging 
of filters, minimizes 
chance of lubricating oil 
getting into air lines to 
ruin the paint job. 
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HROME-NICKEL alloy wire rope is 


a recent development in wire rope 


manutacture. It is claimed that this wire 
rope absolutely resists corrosive attack 
of salt water, and practically all acids and 
alkalies. In addition to its resistance to 


corrosion it is claimed that corrodeless 











wire rope will operate satisfactorily in 
temperatures up to 1650 degrees Fahren- 
heit. (N-1) 
- a 

(aoe + [— err sd 

f LT Tee} 

in hhh 

1 

i] 

NNOUNCEMENT has just been 

i made of a new cutting and weld 


ing torch, which is rugged and durable 
in construction, the principal parts being 
made of forged bronze and the tubes of 
nickel silver. It has a _ patented leak 
proof, high pressure valve which is read- 
ily accessible and seats may be renewed 
without disassembling handle or other 


(N-2) 


parts. 





ee IRDING TO the manufacturer, 
P only the finest long fibre 

bonded by a special composition is used 
in this friction material which is made 
for use in every industrial application. It 
is made in all types and sizes. Friction 
is even and uniform throughout. (N-3) 


asbestos 














bees illustration shows an item 

ina new line ot selt-aligning, 
roller-bearing units tor normal 
duty applications \n exclusive 
design of these new units provides 
self-aligning action with roller 
bearing capacity in lighter weight, 


NEW telescoping 


compact, simpler housings espe- + gauge is made for use 
cially suited for normal duiv work. with a micrometer caliper 
Concave rollers are set at an to determine quickly inter 
angle between convex raceways nal measurements. The 
where, because of their contour, plunger of the head will 
they travel in natural and true | expand to the exact size ot 
alignment between the inner and the hole. (N-7) 

outer raceways. (N-5) 





YVHAFT and bearings are said to 





NEW belt dressing tor 


WY be unusually heavy in this im DArubber belts contains 
proved-design fractional horse no oil or grease and no 
power electric motor. Oijling 1s chemicals harmitul to belt 
accomplished with a reservoir or pulley. Other advan 
packed with wool varn which con tages claimed tor it are: 
tacts shaft directly Its services that it is not inflammable; 
include fan, unit heater, 1roning, and that it doubles the 


pump, bench tool and many other 


special applications. (N-6) (N 
BACK spin re 
£2 Alease is a fea 
ture of this cou 
pling. Phe upper 


hub of the coupling 
which is bolted to 


is keved and locked 


which engages with vrease in th 
the drive pins on 
the upper hub 


(N-4) 


pulling power of the 


brushes whieh maintain c: 
tact between brush and holder 


belt. 


8) 





the lower end ©! 
the motor shatt, 
carries a drive plat 
on which are drive 
pins. The top end gles [IAL teatures of this improved 
of the pump. shaft OY portable electric hammer are: a 


heavy coil spring which takes up the 


to the lower hub shock of idle blows: a grease repeller 
Which carries an which throws back into the lower 
engaging plate — chamber any grease that works back 
the top. section, against it; felt seals which hold thi 


chamber and tmproved 
nstant con 


(N-9) 
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Makes 

4 tools, oth 
vidual shops an 
tool de partments 


trial plants, will 
cially interested 
nose type collet 
is mounted on tl 
nose with an a 
plate. (K-1) 


a elbow is < 
4 a line t 


improved lig 

creas¢ ] ) tr 

operate without! 
for six hours 
, 

cnarge at arp 





HE capacity 


of small 
in indi- 
d in the 
f indus 


e spindl 


ttach 


ment 





item in 
seamless 


in 


steel fittings now on the 
market Special teatures 
are: machine tool beveled 
ends for all fittings; short 
tangents on the elbows te 
facilitate installation and 
accurate ilignment:; and 
EXCESSIVE metal at he 
brancl utlets « he tees 
(K-2) 








this 


ht has been 


at it will 
extension 

1 single 

cle K-3) 


A 3 


OvVeTse 
and 
parti 
tion 
plane 
K-4 


HIS new broom is made 

loontee fibre, and is cemented, 
nailed and riveted in a metal cap. 
It can be used tor any kind of 
dustrial sweeping (K-5) 





T 





THOUGH this drill is 
to be powerful and speedy, 
ull length is only 8% inc 


its weight 33g pounds. It 









said 


its 


hes 


ls 


cularly valuable for prod 
drilling of small holes in aer: 
and automobil assemb 


) 





will 


handsaw 


HIS electri 
full 2-inch 
5 


lumber 





1c 

a NEW threading machine espe- 
4 cially — for the smaller sizes 
of pipe and bolts has been developed 


of 


in- 


cut 


at 45 degree 


during the last year. 
ing best markets are: 
(K-7) 


and shipyards. 






Industries offer- 
machine shops 





HIS” grinder was designed for 

users of Tungsten-Carbide tipped 
tools. The two tilting tables may be 
accurately set at the required angle 
from the horizontal. (K-8) 


ee 


in 


angle and 2%s-inch lumber on a 

square cut. Other outstanding fea- E ijcrggh low gun is said to conserve 
tures include patented automatic r and reduce maintenance ex- 
telescoping safety saw guard, a pense and production delays. A 
non-shatter glass sawdust shield heavy flange of metal surrounds and 
permitting clear vision of the saw- protects the thumb button. The disc 
ing line at all times. (K-6) is of a special soft composition. (K-9) 














K ee 


| 
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Thie wrench 


will help you keep sales 
ona qualify , fair profit beste. ... 


ITH price cutting knocking the 

profits out of many tool sales, the 
TRIMO wrench stands out as one of 
the tools still selling on its own merits 
and selling, as it always has, at a 
fair profit. 


Strength and safety—those two so nec- 
essary qualities in a pipe wrench—are 
so thoroughly a part of all steel 
TRIMO that intelligent buyers need 
no further inducement to buy. 


TRIMO, better today than ever before, 
holds its place in hand tool sales as a 
consistent profit maker for the dealer, 
and it identifies the dealer’s store 
as a source of reliable, quality tools. 


PIPE 
WRENCH 


TRIMO 


Made by Trimont Mfg. Co., Roxbury 
(Boston), Mass., Makers of the sensa- 


tional TRICROME Cutter Wheels 





sree TRI 
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DVANTAGES claimed for this 
L\portable electric blower are: that 
it is light in weight, requires no in 
stallation or upkeep, and operates from 
any light socket. Every industry is a 
prospect for this device. A variety of 
sizes are now available for cleaning 
out motors, line-o-type machines, 
plant equipment, and so on. (P-1) 








A» a tool tor otthand grinding this 
4 midget grinder is particularly 
adapted to the finishing of small open- 
ings, radii, and irregular shapes in all 
kinds of dies. The tool post shank 
provides a mounting tor lathes, 
mulling I machine 
tool set-ups for internal and external 


grinding operations. (P-2 


1 
machines r ther 


) 





spstructions 


NUSUAL teatures ft this electric 
han 


tha 


d iw sare n 
natural position to observe cut; saw 


he operator to an un 
dust blower alwavs 


visible; entire 


keeps cutting line 
body ot motor tilts tor 
bevel cutting: saw is operated on a 
t 1 ind 1s 


> 


guard. (P-3) 


conventel trigyer switch 


equipped with a xravi 





HHT Ne 


ey 





HIS automatic 


welding torch when used on production welding 


shuts off both gases and allows the operator to set up his work 
When he relights torch no adjustment is necessary at needle valves 
This size of torch is applicable to practically every type 


(P-4) 


or regulators. 
of production industry. 





HIS mica undercutter is de 

signed for both shop and 
field use. Three and a half inches 
is sufficient working space 
Hence the tool can be used with- 
in motor frames, under yokes, 
over fans and in other tight 
places. Minute accuracy is as- 
sured by micrometer adjustments 
on depth gauge and on guide. 


(P-5) 





T HIS herringbone gear speed 
reducer is completely en 
closed and fully protected from | 
dirt, motsture or acid laden at 
mosphere. Gears are accurately 
cut for high ratio ot efhetency. 
\ll shafts are ground to final 
Machine is applicable 


tvpes of operating 


tolerances 
to most 


equipment Steel mills, and 
process industries require” this 
reducer. (P-6) 








cap screws are 

made of high grade 
chrome nickel alloy steel, 
milled from the bar. 
Threads are die cut. Sock- 
ets are cold drawn. Heads 
are turned eccentric with 
the body and are finished 
all ever. They are used in 
dies, jigs, fixtures. tool set- 


ups and so on. (P-7) 


an 
= 








NNOUNCEMENT 
vt has been made of a 
new line ot wire brushes 
tor the automotive service 
market, which include a 
‘omplete assortment of 
carbon cleaning brushes to 
be used by hand or with 
an electric drill. The wires 
~ these brushes are set 
spirally. (P-8) 
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Keep stocks low. ..with 


GOULDS ‘V’ BELT DRIVE 
PYRAMID PUMP 


“The Pump 


of 
Many Uses” 





y 

No supply house wants to be caught with stocks 
too low. It wants to be able to quickly supply the 
demands of its trade...and that often means large 


stocks and slow turnover. of pulleys and motors. The motor mounting is espe- 


But with a single size of Goulds, automatic oiling, — cially designed for this purpose, and no machine 


“V" belt drive Pyramid Pumps, you can answer work is necessary to make the shift. 


calls for capacities running from 6.5 to 13 gallons Flexibility, combined with the general satisfaction 


per minute and heads from 50 to 231 feet. which this unit gives in service, has made this pump 


Other sizes have capacities as low as 2'2, as high 
as 82 gallons per minute, and heads up to 805 feet. 


This flexibility is secured by an easy interchange 


one of the most popular we have ever produced. 
Write for complete details to the nearest branch 


office or to the factory. 


Made by the WORLD’S LARGEST MAKERS OF PUMPS EXCLUSIVELY 


GOULDS PUMPS, wc. 


SENECA FALLS...NEW YORK 


*BOSTON 
CLEVELAND 


*NEW YORK 
DALLAS 


*TULSA 


PITTSBURGH 
*PHILADELPHIA 


HOUSTON 
CHARLOTTE 


*CHICAGO 
ATLANTA 


*Branch Warehouse 
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LEATHER FIBRE 








Maximum 


Power Efficiency | 


and 
Increased Sales 


Atlas Leather Fibre Pulleys 


are particularly adaptable to | 


electric service 
other drives where speed con- 


stancy 


motor 


and service durability 
are essential. 


METAL 
DOWELS 


WELL 
BALANCED 


METAL 
SIDE 
PLATES 





Stimulate 


with 
Pulleys. 


sales 
Leather Fibre 
Greater in- 
creased cost over other motor 
pulleys 


efficiency at no 


Prices on application. 








DISTRIBUTORS: Write for 
AGENCY DETAILS 














ATLAS 
COMPANY 
CASEYVILLE, ILLINOIS 





and 


Atlas | 


LEATHER: 





Make Your Wiper and| GET ON THE 


Waste Business GoodBusiness | 
with the Crystal Falls Line 





| Our wipers are all of domestic materials, 
guaranteed to comply fully with the strict 
Ohio law on sanitation. Waste for all 
purposes. Distributors, write for details. 


COOK & RILEY, Inc. 
1300 N. Halsted St. 
Lincoln Park Station 





GERSTNER Tool Chests 








Distributors have chosen this line 
during the past twenty-five years. The 
reason—They are profitable. 


Write for catalog and terms. 


H. GERSTNER & SONS 
45 Columbia St., Dayton, Ohio 





Chicago, Ill. | 














‘Kant ship 


caus 
| Sell More Power for Less Money 
with KANTSLIP 


You can do a real profitable sales job today or 
any day with KANTSLIP, ‘‘the Belt Dressing 
with the Bulldog Grip’’—for leather, canvas and 
rubber belts—tested and proved by 15 years’ 
use in many large industrial plants 

Write for one of our descriptive folders and dis- 
tributor terms. 


KANT - SLIP MANUFACTURING CO. 
451 E. 63rd St. Chicago, Ill. 





FIRING LINE 











| Mill or Warehouse “*Loontee” 
- | Broom Fibre Broom 
| 
| 
| 
RONT rank distributors are 
concentrating on the modern 
line of CAPITAL “Red Cap” Brushes 


and Brooms—doing an aggressive job 
that nets them—PROFITS. 

Capitalize as they are doing on the 
CAPITAL “Red Cap” line. Let those 
brushes and brooms clean up sales for 
you. Here is the kind of a line that 
holds against the stiffest competition. 


Write today for 
Catalog 17 and de- 
tails of our time 

| tested, business 
building sales 
plan. 


INDIANAPOLIS 
Brush and Broom Mfg. Co. 


Established 1890 


126 Brush Street Indianapolis, Ind. 


| NEW! 2s some 
| SWACO 


The Only Real Improvement 
in 












Car Movers in 

Grips the Rail 
Points and 
Slip. 


Years. 
at 5S 
Cannot 





Distributors 
You can make real 
profits with this 
— : line and sales are 

eis besPace se up easy. Write us. 

SAFETY WRENCH & 
APPLIANCE CO. 
WORCESTER, MASS. 





















A new and « 
profitable, 
leader for 
Jobbers and 


Supply Houses . == 


A modern treated cutting oil, with the 
good qualities of pure lard oil and sul- 
phur, without their detrimental effects, 
combined with an antiseptic feature that 
eliminates infection at its scurce—at low 
cost, Compounded for the toughest met- 
als, and used wherever hand or automatic 
machinery is employed Write for de- 
tailed description and prices. 


C. N. SUTTON CHEMICAL Co. 
4515 Ravenswood Ave., 
CHICAGO, ILLINOIS 














Bar Belt Dressing 


| A radical improvemeft in the container for 
Bar Belt Dressing. as shown by cut, makes the 
} *‘Safstick’’ exceptionally attractive to users of 
this commodity. The patented construction af- 
fords the fullest use of the dressing, combined 
with greater convenience and safety of handling 

—features which can readily be appreciated by 
| anyone familiar with the use of belt dressing 
in stick form. 


Distributor accounts are solicited by the man- 
ufacturers, who guarantee exclusive representa- 
tion to the selected dealer in any locality. 


BELTONIC PRODUCTS CO.,N, Le-laire 
and Moffat, Cragin Station, Chicago, III. 














/ XUI 


tn 








XUM 


SEPTEMBER, 1931 


MILL SUPPLIES 


91 





FOR 
YOU 


SALE 












HERE | 










No. 1 of a series 





In a junk Si 
| yard? Yes, S&S 
oi; | a § 








dealers in scrap iron load cars and have 
to do frequent spotting. 


their cars are heavy. 


mover with EXTRA POWER 


the mover that will 


an ATLAS 
work on this job. 


You can sell these yards other equip- 


ment, too, along with the ATLAS. 
Don’t pass them up. 





wW 


“ote usaplace tstandand we 
move the Larar” 





podemorerttee er NSS AQU ww v. Wong’ 
BOWE 


XS. 










What's more, : 
They require a " 


Ry meters -- 


Aa el i mT ee | 
APPLETON CAR MOVER CO., Appleton, Wis. 
a | 








ARM + HAMMER You'll Be Surprised 


“Wrot Tron Anvils 


CRUCIBLE STEEL FACE) 





Sold Throu gh 


at the Results 





Di istr1 ib UTOPS cet Behind ome SCREWS | 


| 
Prompt Shipments | 
Made from Stock 


COLUMBUS ANVIL AND 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS OHIO 


General Forgings 





of Wrought Iron and Steel 


and Watch Sales Grow 


Here is a line on which you can do 
volume business at a_ substantial 
profit. Put over the first sale and 
then watch the repeat orders come 
in. Let us tell you more about 
ECONOMY SCREWS and our dis- 


tributor arrangement. 


ECONOMY MACHINE 


PRODUCTS COMPANY |: 


5214 Lawrence Avenue 
Chicago, IIlinois 





| Winnipeg, 


| City 





Standard R & M 
5-Ton Electric Hoist 


“Junk” is coming out. . 


R&M Hoists 
are going in 


Industry knows, these days, that 
it's got to cut costs take a 
licking. And industry has discov- 
ered that the Red Sea is a duck 
pond compared to the ocean of 
red ink that can engulf a plant 
with materials-handling 
equipment 


—-Or 


obsolete 


In factory after factory, cutting 


out the waste means cutting out 
the slow, lumbering, obsolete 
hoists and cranes. It means put- 


ting in efficiency-designed, pre- 
cision-built Ro & M_= equipment— 
engineered to meet 1931 specifica- 


tions for speed, simplicity, com- 
pactness, large floor coverage, long 
life, and low installation and 
maintenance costs 


The R & M line is one you can 
sell now. It is a complete line, 
including hand and electric hoists, 
cranes, and trolleys—backed by 
national advertising and the tried 
and true Robbins & Myers repu- 
tation for quality and service 
The line is right. Your discounts 
are right. Mail the coupon below 
and you'll see. 


Robbins & 
Mvers, Inc. 


Hoist and Crane Division 
SPRINGFIELD, OHIO 


Branches S Spy cities throughout the United 
States ADIAN DISTRIBUTORS: Lyman 
Tube. & Supply Co., Ltd., Montreal, ‘Toronto, 
Vancour 


MAIL THIS COUPON 
Robbins & Myers, Hoist and Crane 
Division, Springfield, Ohio. 
Tell me more 
I'm not missing 


the 
bets 


about 
any 


Gentlemen: 
R & M line. 
these days. 
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JOBBER SALESMAN 


WINS WHEN STENOGEASILY = === 
LIFTS NEW ALUMINUM HOIST | = 


AL-LITE’S Radical Improvements 
Simplify Your Sales Job 








Anybody can lift and carry about 
Al-Lite, the world’s lightest weight 
heavy-duty hoist. A maintenance 
man’s own stenographer proved it! 
(See photo to the right. ) 

The salesman said she could lift it, 
easily; the maintenance superin- 
tendent said she couldn’t. See what 
happened! The salesman won his 


bet AND SOLD AN AL-LITE. 


Built of certified Alcoa aluminum 
alloy, Al-Lite has to be light. But 
lightness is only ONE of many rad- 
ical improvements . only one 
reason why Al-Lite offers you the 
biggest sales advantages in years! 


COLLECTS BET! 

















SAID TO BE 20 YEARS AHEAD 


When you check through the list of 
Al-Lite features you will quickly realize 
why maintenance experts everywhere 
are referring to this new hoist as “a 
broad step ahead” . . 


improvement’”’. . 


. “an amazing 
. “a radical advance.” 


And it is, in every respect. Not just 
one new feature, or perhaps two—Al- 
Lite is new throughout, from trolley to 
load-hook. Every detai! has been de- 
signed in accordance with the demands 
of tomorrow’s require- 

ments. 


Of course, it took fore- 
sight—plus two years of 
constant perfecting and 
refining on the part of 
Chisholm-Moore engin- 
eers. 


But here TODAY is to- 
hoist. No 
maintenance 
men declare Al-Lite to 
have a 20 year advant- 
age over other hoists. 


The One-Man Hoist 
Alcoa aluminum alloy 
makes Al-Lite amazingly 
light — actually cutting 


morrow’s 


wonder 


its weight by at least one-third. Con- 
sider what this means on maintenance 
jobs! No need for two or three men 
to leave their work to help lift Al-Lite 
in place. One man does it, easily. He 
can carry it about, mount a ladder, at- 
tach it. This means a genuine saving 
of time and labor, and the elimination 
of ladder ard scaffolding hazards. 
But even tho Al-Lite is light and easy 
to handle, don’t think strength has been 
sacrificed. Al-Lite is 
strong and durable, with 
a guaranteed safety fac- 
tor of 5 to 1, 


Patented Safety 


Feature 
Exclusive on the Al-Lite 
is the patented Safety 
Governor (to the right), 
the important fool- 
proof feature that abso- 
lutely protects against 
overload. It is sealed at 
the factory. 


In practice the Safety 
Governor automatically 
indicates and prevents 


an overload in excess of 

















MN 


! 


riiitddddd 





50%. This ends the danger to men and 
hoists alike of trying to lift greater 
loads than the hoist and load chain can 
safely accommodate. 


Many Sales Advantages 

Run through the long list of Al-Lite 
superiorities, including the Alcoa alu- 
minum and the Safety Governor fea- 
tures. You find such valuable sales 
points as simplicity of design, great 
strength, high mechanical advantage, 
X-ray inspection of castings, dust-proof 
housing, planetary gears, red load 
hook, “Inswell’’ electric-welded chain, 
etc., etc. 

Send for full particulars to Chisholm- 
Moore Hoist Corp., Tonawanda, N. Y. 
(Division Columbus-McKinnon Chain 


Corporation. ) 


CHISHOLM-MOORE 


CHAIN HOISTS ELECTRIC HOISTS 
TROLLEYS CRANES 





Below: Close-up of the patented Al- 
Lite Safety Governor that prevents 
the danger of excessive overloading. 





XUM 
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Manufacturers Neos 


A department where manufacturers may announce 
new literature, changes tn personnel, news of 
executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are espectally desirable 


—y: 


Elect New Officers for Flexible 
Steel Lacing 


T a recent meeting of the board 
of directors of the Flexible 


Steel Lacing Company, the 
following officers were elected : presi- 
dent, H. J. Beach to succeed P. S. 
Rinaldo who passed away last May; 
vice-president, M. B. Beach; secre- 
tary, H. L. Coats; treasurer, P. S. 
Rinaldo, Jr.; assistant secretary, J. C. 
Olsen. 

Mr. Beach has been active in the 
company for 19 years having occu- 
pied executive responsibilities — in 
practically every phase of the busi- 
ness. He, M. B. Beach and P. S. 
Rinaldo, Jr., are sons of founders 
of the company. 

Mr. Coats will continue as director 
of sales and Mr. Olsen as director of 


production. , 4 x 


Stanley Tool Finds Sedans 
Practical 

The Stanley Electric Tool Com- 
pany reports that 18-months’ experi- 
ence has proved the efficiency of hav- 
ing its salesmen use sedans. It has 
been found that this system makes it 
possible to cover territories efficiently 
and economically. 

The salesmen are enthusiastic, be- 
cause the larger cars not only make 
traveling more comfortable but en- 
able them to carry easily a complete 
set of samples. 

a 


Reading Iron Consolidates in 
Philadelphia 

The Reading Iron Company, Read- 
ing, Pennsylvania, has consolidated 
its general executive and general sales 
offices in Philadelphia in the Terminal 
Commerce Building. The move went 
into effect August 31. 


Clarke, Yale Sales Manager, Dies 

Robert E. Clarke, sales manager of 
the southern section of the country 
for the Yale and Towne Manufac- 
turing Company, Stamford, Con- 
necticut, passed away on July 28 
after a long illness. He was 47 years 
of age, and had been connected with 
the Yale company for less than two 
years. 

Mr. Clarke was a Shriner, a mem- 
ber of Medina Temple, Chicago, 
Medina Athletic Club, Navajo Club, 
Oriental Club, Kenwood Blue Lodge 
and Scottish Rite of Chicago. 

Surviving him are: his wife, 
Mabel, and two brothers, Joseph E. 
of Worcester, Massachusetts, and 
Frank E. of Brooklyn, New York. 


v= 
Norman M. Grove with Republic 
Rubber 

The Republic Rubber Company, 
Youngstown, Ohio, announces the 
addition to its commercial family of 
Norman M. Grove, formerly with 
the Gustin Bacon Manufacturing 
Company in its Tulsa office. 

Mr. Grove has been located in 
Tulsa for the past 14 years, his op- 
erations being expanded pretty much 
over the mid-continent field, and 
while he is a practiced general supply 
man, he is also a highly specialized 
individual on oil field equipment. 

He opened the branch office in 
Tulsa for the Gustin Bacon company 
in 1919 and has had control of its 
operations ever since. At present he 
is visiting at the home office of Re- 
public Rubber in Youngstown, get- 
ting fully acquainted with the com- 
pany’s policies and methods of manu- 
facturing its merchandise. He expects 
to be back.in Tulsa within the next 
two weeks. 

*e * 


Chamberlain General Sales Man- 

ager for National Twist Drill 

¢. J. Chamberlain has been ap- 
pointed general sales manager of the 
National Twist Drill and Tool Com- 
pany and will move his headquarters 
to Detroit about September 1. * 

For the past several years, Mr. 
Chamberlain has been in charge of 
the company’s Chicago territory with 
store and office at 1144 Washington 
Soulevard. He will be succeeded in 
the Chicago district in managerial 
capacity by M. L. Higgins, who will 
represent both the National Twist 
Drill and Tool Company and Winter 
Brothers of Wrentham, Massachus- 
ctts. 
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HMAN CHUCK 


Made only as Cushman can make it 
THE 4-Jaw Independent Chuck 


Why the “INCOMPARABLE” is incomparable and should 
replace the chuck made for a day that is gone. 







Thrust Bearings 


special 
heat-treated — Self-Aligning - 
Always hold the screws in cor- 
rect relation to the jaws. 
thrust area, for they fully encircle the screws. 





Bodies 
Made only of the best of Steel or Gray Iron 
Castings. 
Screws 





Chrome Nickel 
Heat-Treated. 

They engage the Jaws 

from end to end and are 
Self-Cleaning. 


Steel 


tough carbon steel 
100% 


Jaws 


Of an Alloy Steel, selected as best for the purpose and heat-treated. 

A Full-length Screw Contact and Every Surface is Hard. 

Grooves are wide to coincide with the extra large heavy ribs of the body. 
These Jaws are free-moving and interchangeable, ground to maximum and minimum 
gauges with only .001 in. tolerance and are reversible. 


The CUSHMAN CHUCK Ce., HARTFORD, CONN., U.S: A. 


~ “ASK CUSHMAN TO CHUCKIT" | 



























why. 


Sales Agents: 


and at all Branches 









The Fairbanks Company, New York 


DART 


Vv 


You can’t look at the DART without recognizing immediately 
that “quality at a price” which makes DART UNIONS a 
standout! And just as surely, you can convince your customers 
of the merits of this union and the service it will render them. 


. Don’t forget DART bronze to bronze ring construction. It 
makes one DART equal to two ordinary unions. That means 
you can sell your customers double value with the DART. Now 
is the time to get busy with the DART line. Let us tell you 


TEES — UNIONS — ELLS 


(Screwed—Flanged) 


Providence, R. I. 


Canadian Factory: 
Dart Union Company, Ltd. 


Toronto, Can 


Seeing is believing— 


UNIONS 


E. M. DART MANUFACTURING CO. 





| had been with the 


























C. W. Turner, on the staff of Wyzenbeek 
and Staff, Incorporated, Chicago manufac- 
turer, uses a tire cover to illustrate the fact 
that the saw can ot with an electric 





Republic Steel Promotes 
Hamaker 
L. S. Hamaker, advertising man- 
ager of Republic Steel Corporation, 
has been made manager of sales pro- 
motion effective August 1, according 
to an announcement by N. J. Clarke, 
vice-president in charge of sales. Mr. 
Hamaker will make his headquarters 


| at Youngstown. 


+ £¢ * 


Morehead Promoted by 
Walworth 


F. Hugh Morehead, chief engineer, 
Walworth Manufacturing Company, 
Boston, is now engineering vice-presi- 
dent of the company. 

* * * 


Sherwood M. Chase Passes Away 

Sherwood M. Chase, first vice- 
president and general manager of the 
Chase Foundry and Manufacturing 
Company of which he was the 
founder, died at his home in Colum- 
bus, Ohio,.on the night of July 20, 
aged 69 years. 

Mr. Chase’s entire business career 
iron and _ steel 
equipment industries. He was also 
an inventor of considerable note. In 
his younger life, he was connected 
with the F. E. Myers and Brother 
Company of Ashland, Ohio, manu- 
facturer of pumps and farm ma- 
chinery. Later he was president of 
The Chase Pump Company of Akron, 
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And Belmont will help 
You to Specify and Sell 
the Right Type of 


Packing for Each 
Application. ..... 


Regardless of what your customers’ 
packing needs may be, you can fill them 
perfectly with a BELMONT product. 
That is one of the strong points of the 
BELMONT line its completeness. 
What is more, BELMONT will not 
leave you on the shelf to grope for the 
right packing for each service. Through 
our field service, our advertising and our 
direct mail letters, we will help you and 
your salesmen to become experts on 
BELMONT packing applications. Once 
you become an expert with the BEL- 
MONT line and its applications, your 
packing sales will increase and your 
profits will grow. 








for Every Service 














| There is a Belmont Packing 
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oe 1903” 


Expansion Packing 


Ring Form, Style No. 1. Code—Faint. 
Spiral Form, Style No. 2. Code—Faith. 


BELMONT “1903” Expansion Packing 
represents the highest possible attainments 
in wedge packing manufacture. IT EM- 
BODIES ALL THE VALUABLE FEA- 
TURES OF A WEDGE WITH THE 
ADDED ADVANTAGES OF A CUSH- 
IONED CASING TO KEEP THEM IN 
PLACE. 


This packing is made of rubberized duck of 
the very highest quality. The layers of 
fabric extend completely around the cushion 
of rubber, thereby making a firm, solid cas- 
ing, and preventing separation of the side 
walls from the back. 

“1903” can be used with equal success against 
ammonia, steam, hot and cold water, etc. 
Not made in sizes less than 3”. 





























Write for details on our complete line of packings, our 
rigid distributor sales policy and our cooperation with 
distributors through national advertising, catalog and 


circulars and field service. 


BELMONT PACKING 






H| THE BELMONT PACKING & RUBBER CO. ||| 


PHILADELPHIA, PENNA. 
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1905 GrranD 1931 


FLEXIBLE SHAFT 











MACHINES 
| 1/8 to 2 H. P. 
. FOR 
GRINDING 
POLISHING 
ROTARY 
FILING 
SANDING 
DRILLING 
SCREW 
DRIVING 
NUT SETTING 
AND 
— MANY OTHER 
OPERATIONS 
WE BUILD 
ONLY THE 
HIGHEST 
QUALITY 
FLEXIBLE 
SHAFTS 
AND 
MACHINES 
SEND FOR 


56 PAGE CATALOG 

N. A. STRAND & CO. 
MANUFACTURERS 

5001 No. Lincoln St., Chicago 





Guaranteed 


Unbreakable! 


More cuts per dollar—that’s some- 
thing to sell especially right now. 
MARVEL Blades offer this for 
they have long-lasting, fast-cut- 
ting, genuine 18% Tungsten High 
Speed Steel cutting edges, and 
are, in addition, shatter-proof— 
are guaranteed unbreakable, even 
in case of accident. 

Here is a hack saw blade that 
you can safely recommend for 
any job, that you know will out- 
cut any other. 





MARVEL 


High-Speed-Edge 
HACK SAW BLADES 


High Speed Steel 
Cutting Edge. 


2. Unbreakable 
Alloy-Steel 
Back. 














Sizes for 

all power 
hack saws. 
Prices same as reg- 
ular High Speed Steel 
Blades. 


Write for Circular 


~ 


ARMSTRONG-BLUM 
MFG. CO. 


“The Hack Saw People” 
353 N. Francisco Av., CHICAGO, U.S. A. 





Ohio, later of Columbus, Ohio. 
About 30 years ago Mr. Chase dis- 
posed of his interest in the pump 
manufacturing business and organ- 
ized The Chase Foundry and Manu- 
facturing Company. 














Charles Phelan 


Charles Phelan Killed in Auto 
Accident 
Charles Phelan, president of the 
American Asphalt Paint Company, 


Chicago, was killed in an auto acci- 


dent in Glacier National Park, Mon- 
tana, on August 13 when his machine 
blew a tire. He is survived by a wife 
and sister of Chicago, and a brother 
living in La Grange, Illinois. 

sorn in Buffalo, and moving to 
Chicago as a child, Mr. Phelan has 
for years been an outstanding fig- 


ure in the asphalt paint industry to | 
which his entire business life had | 


been devoted. 
His first experience was with the 
Assyrian Asphalt Company where 


identified with the American 
phaltum and Rubber Company. In 
1906 accepted the position of 
sales manager with the Sall Moun 


he 


until 1912. 














dling the paint division of its busi- 
ness until its dissolution in Septem- 
ber, 1913. In December, 1913, Mr. 
| Phelan and_ his partner, 


| 
| 


business 


| Grover M. Hermann, organized the | 


| American Asphalt Paint Company. 
| Mr. 


| 


| 
| 








THEIR 
EXTREME 


SIMPLICITY 


MAKES THEM EASY TO SELL 





Class B. 1 to 20 Ibs. 
20 to 70 Ibs. 
40 to 150 lbs. 


Distributors and their salesmen will find 
Nason Time Tested Traps and other spe- 
cialties increasingly profitable to handle. 
Write us for catalogs and other sales helps 


we are prepared to offer. 
NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


TIME-TESTED SINCE 1841 


STEAM TRAPS 


KEEP UPKEEP DOWN 








DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 









he began as office boy. Later he was | 


As- | 


tain Asbestos Company which he held | 
He then again became | 
associated with the American As- | 
| phaltum and Rubber Company, han- | 


Phelan was also one of the | 
country’s brilliant advertising men, | 
having produced, through his com. | 






The new “Marvel” Mode! 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom. 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
|} turn over. 

Model No. 3 Sells for 
$60.00. 







Electric 
Blower 
Company 


352 Atlantic Ave., 
Beston 9, Mass., 
U.S.A. 
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pany, many pieces of advertising 
matter of unusual character. His 
latest effort, “Water, Water, Every- 
where,” completed only in May of 
this year, was particularly remark- 
able. 

He leaves a large circle of friends 
and business acquaintances to all of 
whom the news of his tragic death 


is a distinct shock. 
* * x 


Kendle Purchasing Agent for 
Walworth 

A. S. Kendle, office and credit 
manager of the Seattle plant of the 
Walworth Manufacturing Company, 
is now purchasing agent in addition 
to his other duties. He is taking 
over the work of Sam G. Anderson, 
former purchasing agent, who _ re- 
cently resigned. 

* Ok Ox 


Schultz, Manager Mechanical 

Sales for Republic Rubber 

H. P. Schultz, formerly traveling 
sales manager, of the Republic Rub- 
ber Company, Youngstown, Ohio, is 
now manager of mechanical sales for 
the company. 

Mr. Schultz first came to the Re- 
public Rubber company in 1922 as 
superintendent of belting and pack- 
ing production departments. Later he 
was made manager of planning for 
all departments. In October, 1925, 
he was transferred to the vacuum 
cleaner materials division of the sales 
department and on November 1, 
1929, he was made traveling sales 
manager. 

k * * 


Simonds Prizes in Economic Con- 
test Won by Londoners 

This year, for the first time since 
the establishing of the Alvan T. 
Simonds annual economic contests in 
1921, the prizes of $1,000 and $500 
were awarded outside of the United 
States. C. E. R. Sherrington, M. C., 
M. A., Cantab, who wins the first 
prize of $1,000 was for a time in- 
structor in economics at Cornell Uni- 
versity. He is now lecturer in trans- 
port, London School of Economics 
and Political Science. 

Frederick Geidt, the second prize 
winner, is connected with Morton 
srothers, stock and share brokers, 97 
(;resham Street, London. 

The judges were Prof. Richard S. 
Meriam, Harvard School of Busi- 










DIXON'S 
FLAKE 
GRAPHITE 
for better 
Lubrication 
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RAPHITE has every quality necessary 


for an efficient lubricant. 


It fills in uneven surfaces, giving them a 
smooth bearing surface, and prevents metal 
to metal contact. It prevents internal fric- 
tion. 


DIXON’S Flake Graphite is a natural form 
of pure carbon, containing nothing that will 
thicken, gum, corrode, or scratch. 


It is unaffected by heat or cold. 


DIXON’S Graphite Lubricants for industrial 
use contain only the purest forms of natural 
GRAPHITE. Each has been developed for 
a specific service—for better lubrication— 
for longer service in operation. 


DIXON INDUSTRIAL PRODUCTS 


Flake Graphite 
Graphite Cup Grease 


Paste Belt Dressing 
Graphite Seal 
Waterproof Graphite Pipe Joint Compound 
Grease Boiler Graphite 
Graphite Spring Oil Silica-Graphite Paint 
Solid Belt Dressing Bright Aluminum Paint 


Joseph Dixon Crucible Company 


New Jersey 


Jersey City 2 


g 
104 YEARS OF Snr DIXON SERVICE 
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GUARANTEED | 


to contain 
no Resin 



























Smith-Courtney Co. 
Richmond, Va., sold 
ninety gross of 


WIZARD in 1929 


Not a Single Consumer 


is on Our Books 


That means that our distribu- 
tion is 100%, through the sup- 
ply trade. 

Many jobbers in the VU. S., 
England, Canada and the 
Philippines are getting good 
results from our system of 
mailing samples of WIZARD 
to their customers. The plan 
will work as well for you as 
for them. 


Write for our proposition. 


RICHMOND BELT DRESSING 
MFG. CO., Inc. 
Richmond, Va. 





| ness 


ison, assistant to the 


| ber of good essays submitted was an 
| indication that the contest attracted 


| people. 

































GROBET SWISS 
FILES 


GROBET SWISS FILES have 
won a reputation for suprem- 
acy wherever accuracy in fil- 
ing is essential, wherever exact 
and precise work must be done 
with files. Likewise the dis- 
tributors of files have come to 
know the promptness of Gro- 
bet shipments. 





In order that our service may 
surpass the service rendered by 
other file manufacturers, we 
have on hand over 3,500 dif- 
ferent shapes, sizes and cuts of 
files ready and waiting to be 
delivered to you immediately. 
Orders for Grobet Files, no matter 
how large, how small, or how varied 
they may be, are invariably shipped 
on the day of receipt, enabling our 
distributors to fill any order in mini- 
mum time. 


Ask for Catalog B, and also special 
Catalog CC on Circular Cut files. 


GROBET FILE CORPORATION 


OF AMERICA 
3 PARK PLACE NEW YORK CITY 









| Company, Philadelphia. 


| gauges ; 


|convenience of distributors has re- 





Administration, Cambridge, 
Massachusetts, and John G, Thomp- 
president, | 
Simonds Saw and Steel Company, 
Fitchburg, Massachusetts. 
According to the judges the num- 


anc eager: ee 
ARNES 


the attention of able and thoughtful 


Ww 


HIGH 
SPEED 
STEEL 


HACKSAW 
BLADES 


Where would the Iron and 
Steel industry be without 
them? Distributors make 
generous profits on Barnes 
Red Arrow Blades, with 
steady repeat business. Get 
details on Distributor Plan. 
See page 105 Mill Supplies Catalog and Directory 


x * * 


New Lonergan Book Being 
Distributed 

The Lonergan line of power plant 

specialties is described in a 92-page | 

illustrated catalog, which has just 

been issued by the J. E. Lonergan 





Among the specialties in this cata- 

log are: pop safety valves; relief 

valves; pressure and vacuum gauges 

for steam, air, water, ammonia, and 

so on; test gauges; water level 

oil cups, grease cups, multi- 

ple oilers, and other lubricating spe- | 
cialties. 

x * * 


W.O.BARNES CO., INC. 


1300 Terminal Ave. 
DETROIT, MICH. 


American Chain Offers New 
Display Rack 

A new chain sales rack for the | 

cently been announced by the Ameri- 

can Chain Company, Bridgeport, | 

Connecticut. This new rack for use 

on a table complements the rack al- 


ready in use for floor display. 
x * * 


Ohio Brass Cleveland Office in 
New Location 
The Cleveland office of the Ohio 
Brass Company is now located at 540 
Terminal Tower, effective August 1. 
Former location was in the Union 
Trust Building. 





efits “COLD TURKEY 
Hercules Powder Makes Person- Distributors like the Davis 
nel Changes 


line of valve specialties be- 
cause theyrequireless “cold 
turkey” selling. The line is 
known from coast to coast; 
50 years of goodwill are 
behind it. 


The line is complete; a valve 
specialty for every auto- 
matic pressure regulation 
requirement. 

DAVIS REGULATOR CO. 


2544 South Washtenaw Ave. 
CHICAGO, ILLINOIS 


Announcement of changes in the 
plant and office personnel of Hercules 
Powder Company, Wilmington, Del- 
aware, has been made by L. N. Bent, 
general manager, naval stores depart- 
ment. J. E. Lockwood, who had 
| been director of sales, is now assist- 
ant to the general manager, and 
Arthur Langmeier, former associate 
director of sales, succeeds Mr. Lock- 
wood. 

G. C. O’Brien, former manager of 
the Chicago office, has been made 








assistant director of sales; Jesse | 
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ATKINS 


Silver Steel 
“Blue End” 
Hacksaw Blades 


You know them— 
your customers 
know them — the 
blades with the 
“Blue End”. Why 





Gibson, sales manager, is in charge 
of Wilmington branch office sales, 
and A. H. Sanford, former manager, 
\Vilmington branch office, will do 
special sales work under Mr. Gibson. 

C. H. Boys is the new manager of 
the Chicago district. He has been 
manager of the Birmingham branch 
office, which has been discontinued. 
The states of Tennessee, Georgia, 
llorida, Alabama, Mississippi and 
Louisiana will be managed by the 
Chicago offices. North and South 
Carolina will be under the direction 


of the Wilmington sales offices. 
ses 






Simplex Corporation Takes Over 
Simplex Tool 

The Simplex Tool Company, 

Woonsocket, Rhode Island, has been 

taken over by the Simplex Corpora- 

tion. The personnel of the new com- 

pany is the same as the old, and it 


will operate the same plant. > \ not capitalize on 

The Simplex Corporation will BS \ the oO ; 
specialize on the manufacture of the x pportunity 
Simplex line of steel slide vises de- 














such prestige 
provides you? 


veloped by the old company in 1924. 


vomiesctaie' ATKINS 


Joseph T. Ryerson, Incorporated 


has just issued a bulletin in which Prestige 


the newer types of welding rod and 







equipment are illustrated and de- There is no sales pioneering 
scribed. Extensive information on necessary with ATKINS Sil- 
uses is also included. The first divi- ver Steel “Blue End” Hack- 
sion treats of gas and electric weld- saw Blades. We have built 


ing rods, and the second section is the right product, and in- 
given over to the subject of acetylene 


; dustry has established the 
and electric welding equipment. demand. Let us tell you 
ricki more about ATKINS quality 

Worthington Acquires Metalweld and your sales and profit 

It was announced on August 18 opportunity with this thor- 
that the Worthington Pump and oughly up-to-date line. 

Machinery Corporation had acquired 





the manufacturing and marketing 

facilities of Metalweld, Incorporated, Atkins SILVER STEEL “Blue 
hi Iphi bui f 1] End” Hacksaw Blades are guar- 
Philadelphia, builder of a complete anteed to cut at least six times 
i C ) yresso its. more metal than any so-called 
line »f portable compressor units —_ i Gas & 
For many years Worthington has their blue ends. 

been a leader in the compressor in- 











dustry. Last year it took over the 
manufacture and sale of Gilman 


rock drills and accessories. This E. 8a ATKINS and COMPANY 


together with the added line of port- Indianapolis, Indiana 
able and semi-portable compressors 














BRANCHES 
71 - | . Ga. hicago, 111, | Memphis, Tenn. | New Orleans, La. © New York, N. Y. 
and other tools, will enable Worth ~ ae Portland, Ore. Seattle, Wash. San Francisco 
ington to supply all air equipment Paris, France 
requ ntc il- FACTORIES IN 
CqMeremeNts of contractors. rail Lancaster, N.Y. Detroit, Mich. Bloomington, Indiana 
roads, utilities and industrial users. o- ete 
Worthington’s feather valve com- Shurley Dietrick Atkins Co., Ltd. Factory—Galt, Ontarlo Branch—Vancouver, B. C. 
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Three Good Items 
with a \ Wide Market « 


“CHICAGO RAWHIDE” 


Mallets » Hammers » Mauls. 








Rawhide Mallets and Hammers are 
used extensjvely in a wide variety of 
industries for careful assembly of 


tight fitting parts, for shaping metals 
and for thousands of purposes where 
a sharp metallic blow would be de- 
structive. The striking surfaces are 
made of carefully selected, hard, 
sound hide stock and the tools are 
perfectly finished. 


THE MALLET 







The mallet heads are of 
solid rawhide, firmly glued 
and steel riveted. The new 
improved, hammer type han 
dle, taper driven and wedged, 
is of selected second growth 
hickory. 


THE HAMMER 







aa 


Chicago Rawhide Hammers 
have malleable iron heads 
which solidly back up the 
hide faces firmly pressed into 
each end. The faces are 


easily replaceable, new faces 
being readily driven tightly 
into place. 


THE MAUL 






Rawhide Mauls are used in 
shoe factories for cutting 
shoe parts and in all shops 
where hand cutting dies 
are used. These mauls can 
be refilled with rawhide 
and may be used _ indef- 
initely. 





Distributors 


Investigate our line of 
Leather Belting, Leather 
Packings, Lace Leather, 
Rawhide Hydraulic Pack- 
ings, Gears and Pinions, 
Leather Specialties and 
“Perfect” Oil Seals. 











THE 


CHICAGO RAWHIDE 


MANUFACTURING CO. 
1301 ELSTON AVE. 
CHICAGO, ILL. 





pressors have always been an inte- 
gral part of Metalweld portable 
units. It is a natural step, therefore, 
for Worthington to acquire the man- 
ufacture of the complete product. 
The portable compressors will be 
made at the Harrison, New Jersev 
Works of the Worthington company, 
and the engineering, manufacturing 
and sales personnel of the Metal- 
weld organization also will be 


located there. 
* 


‘+ 
DeVilbiss Sales Manager Reports 
Favorably on Business 
R. A. Guyer, sales manager of the 
paint spray division of the DeVilbiss 
Company, Toledo, Ohio, has just re- 
turned from an _ extensive trip 

throughout the middle west. 

On this trip, Mr. Guyer called on 
DeVilbiss salesmen, distributors and 
customers for the purpose of discov- 
ering the true conditions in the field. 
He was accompanied by R. G. Peter 
sen, who is in charge of the middle 
western district. 

Upon his return Mr. Guyer stated 
that he found conditions in an im- 
proved state and the outlook much 


brighter than for many months. 
* * * 


New General Refractories Booklet | 


Ready 
The General Refractories 
a booklet featuring its high temper- 
ature mortars and 
the products and 
described. 


are pictured 


* * * 


Durabilt Elects New Officers 
The Durabilt Steel Locker Com- 


pany, Aurora, Illinois, has announced | 


a change in its official personnel. 
The new officers are: E. 
president and general manager; V. 
C. Kaser, vice-president; H. S. 
Hatch, treasurer and manager of 
' sales; and W. H. Graham, secretary. 
All these men have been interested 
in the company practically from its 
inception. E. D. Kaser was form- 
erly secretary-treasurer of the com- 
pany and was elected to the presi- 
dency following the resignation on 
June 13, 1931, of C. W. Killian on 
account of ill health. Mr. Kaser is 
an electrical engineer by profession, 
having graduated from Armour In- 
stitute in 1911. After spending 
four years with the Rochester Stamp- 


Com- | 
pany, Philadelphia, has just issued | 


plastic chrome | 
" — ‘ ‘“ of 
ore. Composition and application of | 


D. Kaser, | 


WHY 


Genuine Hettrick 
Wins Constantly 
Growing User 
Preference 


Genuine Hettrick Stitched Canvas 
Belting is selling very satisfactorily 
today despite business — conditions. 
Ask any progressive Genuine Het- 
trick distributor. 
There is a very definite reason for 
this. The modern industrial buyer 
demands thorough economy in belt- 
ing. Genuine Hettrick provides it. 
Wherever analyses have been made 
of comparative operating costs of 
various types of Belting, Genuine 
Hettrick Stitched Canvas Belting has 
come out with colors flying. 
This has resulted in increased use 
of Genuine Hettrick Stitched Can- 
vas Belting in all plants where such 
tests have been made. 
Take on the Genuine Hettrick line. 
Get your customers to make an an- 
alysis of belting costs and then watch 
your sales increase and your profits 
grow. Let us tell you more about 
the Hettrick line. Write today. 

See our exhibit on Page 56 of the 


MILL SUPPLIES CATALOG and 
DIRECTORY 


‘Hettrick Manufacturing Co. 
Summit and Magnolia Sts. 
TOLEDO, OHIO 




















Crescent Design 


The nozzle of this fountain is 
above the line of overflow of 
bowl. It is back out of the drip 
line and protected by a guarded 


hood. Distributors: Puro gives 
you a full line of drinking foun- 
tains—varied enough to fill all 
industrial requirements. It is the 
profitable line for you to sell. 
Ask for catalog. 


Puro Sanitary Drinking 
Fountain Co. 
15 Main St. 


Haydenville, Mass. 
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<TONCAN: 


en” COPPER m@® 
MO-LYB-DEN-UM 


IRON PIPE 


















EMBLEM 
OF PROGRESS... 


Down the street it comes. A load of pipe headed for a steam 
line in a paper mill, or a boiler blow off line in the town power 
plant. Or perhaps it is destined to bring water or gas to some 
new subdivision that will soon change overnight from weeds to 
lawns and flowers. 


But look at it again. It isn’t just ordinary pipe. It’s blue. It’s 
Toncan Copper-Molybdenum Iron. It’s the well known alloy 
pipe that lasts longer and costs less. It’s the modern alloy pipe 
that stamps the supply house that sells it as progressive. 


Every man who reads his business paper or the general publi- 
cations knows Toncan Iron. He’s been reading about it for years 
and years. He knows that the copper and molybdenum endow re- 
fined iron with longer life. And you don’t have to sell him. Just 
tell him you can supply it. He will buy because it’s an economy. 


There's a new book just off the press telling all about this pipe— 
“Toncan Iron Pipe for Permanence.” Will you let us send you a copy? 








REPUBLIC STEEL CORPORATION 


GENERAL OFFICES =R@57 YOUNGSTOWN, OHIO 


PITTSBURGH SAN FRANCISCO BOSTON surFALO ST PAUL LOS ANGELES MASSLLONM 
CINCINNATI GRAND RAPIOS TULSA TOLEDO CHK AGO OLTROW BIRMINGHAM CLEVELAND 











Ew YORK INDIANAPOLIS Ofnver SEATTLE sT .Ouns DALLAS PHIL ADELPHIA aL AUER 
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DEON SUPERIORITY 


HOSE CONNECTIONS THAT ARE PERMANENTLY 
e RUST PROOF (CADMIUM PLATED) 2 
@ THAT ARE MORE ECONOMICAL BECAUSE OF @ 
LONGER LIFE AND GREATER EFFICIENCY 


It’s the added, and exclusive features of “BOSS,” “DIXON” and “KING” hose couplings 
that keeps them out in front. It’s these same added features that puts them across when 
petition is k 
Hose users cow “DIXON” couplings—A fact that is amply reflected by the steadily 
increased volume of repeat purchases. Write for in 








pl or 


il STEAM, AIR 
OR WATER 
HOSE COUPLINGS 
SPRAY HOSE 
COUPLINGS 
HOSE MENDERS “Gua? Steals tatatien 
\\ 1] AIR HAMMER 
COUPLINGS 
STEEL AIR HOSE 
MENDERS 
SURE GRIP 
MENDERS 
“Dixon” Air Hammer Coupling 


1 i" SINGLE BOLT 
HOSE CLAMPS ; 
DOUBLE BOLT 
HOSE CLAMPS 
SUCTION HOSE : 
COUPLINGS 
SOLD FOR - 
RESALE ONLY “King” Single Bolt Clamp 


DIXON VALVE & COUPLING CO. 


169 W. Columbia Ave. 8 2 PHILADELPHIA, PA. 




















secfie DESMOND 


AWCE top Grinding Wheel Dressers 
and Cutters 














DESMOND BALL BEARING 
DRESSER 

A precision dresser which is an 

|| economical substitute for dia- 

STE AM TR APS monds in many places. Suitable 

for Landis, Norton and Cincin- 


nati Centerless grinders, also 
tool post and magnetic chuck. 





Self venting, inverted 
a type a oma 
by forty-five years o . 
steam trap manufactur- Write for our new Catalog 
ing. They have a sim- and discount sheet 

plicity, economy and effi- 
ciency never before built 
into any steam trap. In- 
vestigate! Write for de- The 


tails and prices. Desmond - Stephan Mfg. Co. 


URBANA, OHIO 
The V. D. Anderson Co. Headquarters for Dressers and Cutters 


1944 West 96th St., Cleveland, Ohio ‘or 25 years 


























ing Company, Rochester, New York, 
he became associated with the 
Hughes Electric Heating Company, 
Chicago, as works manager for four 
years. Since 1919 he has been in- 
terested in the manufacture of lock- 
ers and similar steel products. 

D. V. Trapp has been appointed 
purchasing agent succeeding E. V. 
Pauly, who resigned. 

The new management, Mr. Kaser 
stated, has no thought of making any 
radical changes in the operation of 
the company. 

a 


Rusco Increases Personnel 

The Russell Manufacturing Com- 
pany, Middletown, Connecticut, has 
announced the resignation of H. D. 
Felt as manager of its New York 
division and the appointment of H. 
L. Wallbrecht to succeed him. Mr. 
Felt will join the company’s sales 
force in another capacity. Mr. Wall- 
brecht has been assistant division 
manager for Rusco for the past five 
years, two years on the Pacific Coast 
and three years in the southwest divi- 
sion. 

Mr. Wallbrecht has announced the 
appointment of G. H. Casselberry of 
Philadelphia and B. S. Wheeler, of 
Elkins Park, Pennsylvania, as mem- 
bers of the company sales force 
covering the Philadelphia territory. 


* * * 


Victor Welding and Kimball- 
Krogh Merge 

The Victor Welding Equipment 
Company, for 20 years a manufac- 
turer of welding and cutting equip- 
ment in San Francisco, and the Kim- 
ball-Krogh Pump Company, Los 
Angeles and San Francisco, for 60 
years a manufacturer of pumps, have 
been consolidated into the Victor 
Equipment Company. Both com- 
panies’ products will continue to be 
sold under their own trade marks 
and the two original companies will 
be operated as individual divisions 
by the newly formed organization. 

The object of the merger is to 
strengthen the engineering and re- 
search facilities; to enlarge the 
domestic and foreign sales fields, and 
to consolidate and expand warehous- 
ing, trucking and delivery service. 

An analysis of the major users of 
the products of the pump division 
and welding equipment division 
shows that both (Turn to page 107) 
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Handling 


at a Profit 


A department to handle rentals on a sound basis not only 
can be made profitable in itself but productive of new 
equipment sales as well 


By E. G. WALKER 


Smith-Booth Usher Company, Los Angeles 


HILE the construction equipment 
W\ division of our company is pri- 

marily engaged in the sale of new 
construction equipment, we recognize that 
not only is it almost necessary at times to 
rent equipment to contractors, but that by 
setting up a department to handle rentals 
on a sound basis, they can be made both 
profitable and productive of sales of new 
equipment. Many contractors get ac- 
quainted with us by renting and, as a re- 
sult, when their business requires the pur- 
chase, outright, of 
new equipment they 
are inclined to come 
to us. 

It is not only the 
contractor; who is 
just starting in busi- 
ness, that rents 
equipment, The es- 
tablished contractor 
bids on a great va- 
riety of work. Some 
of the jobs may be 
profitable to him, but 


ae 
not of long enough sea 





A department for distributors 





equipment in the company’s yard. 


and salesmen 


Rental Business 


Sales Manager 
Construction Equipment Division, 


duration to warrant the purchase of new 
equipment, and all his regular equipment 
may be in use elsewhere. Then he becomes 
a rental prospect, because it is the economi- 
cal thing for him to do. 

Being thus practically forced into the 
rental of machines, he may go to one of 
three places for them: 1. To the so-called 
“gyp,” who is more or less irresponsible ; 
2. To another contractor who may have 
some idle equipment; or 3. To the respon- 
sible construction equipment distributor who 
has thoroughly con- 
ditioned, guaranteed 
machinery for rent. 
Our experience has 
been that he prefers 
to go to the latter 
source when he can. 

We are set up, 
therefore, to meet 
these conditions. We 
have shops where 
machines for rental 
are rebuilt and put 
into first-class con- 
dition. About 80% 





E. G. Walker 


of the rental 

















| ne 


Machines are rented by the day, week 
re or month, without operators, and with- 





tnmene 
coe Se etme . = 
rd 
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<oecomens onsen 


out gas, oil or other supplies. To a cer- 
tain extent rentals are allowed to be 





applied on purchase of the machine; 














me that is, the first full month’s rent may 











apply on purchase, or 75% of the first 
two months’ rent, or 50% of the first 























three months’ rent. Contractors becom- 
ing familiar with the operation and 




















qualities of our machines through rental 








become sold on the line and frequently 





become purchasers of the rented equip- 








ment or of new machines. 











The rental prices that we charge for 





the various machines are arrived at on 











a scientific basis, involving the factors 








of: 1. Interest on investment; 2. Ware- 
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housing; 3. Insurance in warehouse; 












































4. Servicing; 5. Shop maintenance; 6. 





CONSTITUTING ONE ENTIRE CONTRACT 








THIS PAGE AND THE REVERSE SIDE HEREOF ARE TO BE READ TOGETHER AS 


Wear and tear; 7. Sales expense; and 
8. Profit. To some, it will be of interest 








Rental is made on a regular contract basis with all conditions printed 
The order blank provides space for all in- 
It constitutes the whole 


on the back of the order. 
formation concerning shipment and costing. 
bookkeeping record of the transaction. 





We emphasize to the contractor that we have a definite 
guarantee on our rebuilt machines. 


of these machines were sold by us in the first place and 
the rest are trade-ins of standard makes. 
on trade-ins, do we let second-hand machines get into 
illegitimate hands. If they are not worth rebuilding they 
are scrapped. 

\When a contractor rents a machine from us, we stand 
for the regular wear and tear, but he is responsible for 
breakage due to carelessness or accident. We hold him 
for the full value of the machine while it is in his pos- 
session, and he can carry fire or other insurance as he 
sees fit. We carry insurance on it only as long as it is 
in our warehouse. 

Rental is made on a regular contract basis with all 
conditions printed on the back of the order. On the 
reverse side is the order blank with spaces for all in- 
formation concerning shipment and costing. It consti- 
tutes the whole bookkeeping record of the transaction. 
This, we have found to be the most convenient method 
possible and it avokls any misunderstanding. 


In no case, 
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to note typical rental prices that we are 
getting in this section of the country. 
They appear on this page. 

Even before the present period of de- 
pression, we had noted an increasing 
tendency on the part of contractors to 
rent equipment. In many cases, the contractor figures 
that he is better off to charge up the entire rental to a 
job and be through than to attempt to charge to each 
job interest and depreciation on owned equipment as 
well as idle time. If a contractor is fair, he must cal- 
culate all these fixed charges on the equipment and see 
to it that they are reflected in the price that he charges 











Typical Rental Prices on Equipment 


Machine Type or Size Rental per Month 
Mixers One sack $135 
Pavers 27E (average conditions) 650 
eee renee 350 
Port. Air Compressors 120 cubic feet 125 
Graders 10 feet 150 
Rock Crushers Portable plant 650 
Shovels 144 yards 950 
Hoists 25 h. p. 150 
Pumps 3-inch, single diaphragm 46 
RSE ac ececs Gudeminbasaneebpessewununnesenaaeeaeea 125 
anes aes Cue 50 
Saw Tables 5 h. p., steel 100 
Tower Equipment 28 cu. ft. capacity 100 


(complete outfit) 











for the job. When he rents his equipment from a repu- 
table distributor, all the charges have been accurately 
figured. The only thing he is out is the distributor’s 
profit on the rental, and often this is made up by the 
fact that the just charges have all (Turn to page 109) 
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dependable carton 


with a 





Label you can See and Read 


Today, one of the first requirements of successful SERVICE 
retailing is a clean attractive store, with neat shelves Q UALITY 
and merchandise that catches the customer’s eye. ACCURACY 


Your stock of products fulfills these selling re- 
quirements perfectly. Packed in substantial soil- 
proof cartons and marked with attractive, easy-to- 
read labels Buffalo Bolts and Nuts dress up the store 
in a modern way. Their unique labels save time 


and errors. 


products never vary from that traditional 


quality and accuracy which have made them leaders 


for years. 


Complete stocks available for immediate delivery. 
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NEws of the Construction | 
Equipment Field ¢ 


Merger Forms Ames-Baldwin- 
Wyoming Shovel Company 
as thé Ames-Baldwin-Wyo- 


A ming Shovel Company, with 


headquarters at Boston and combined 
assets in excess of $7,000,000, has 
been organized by the merging of 
several companies. 

The consolidated company will 
comprise a group of seven plants: 
the Ames Shovel and Tool Company, 
3oston, two plants ; Pittsburgh Shovel 
Company, Pittsburgh; W yoming 
Shovel Company, Wyoming, Penn- 
sylvania; Baldwin Tool Company, 
Parkersburg, West Virginia; Hub- 
bard and Company, Pittsburgh, and 


Beall Brothers, Alton, Illinois. 
* * x 


NEW concern to be known 


Massey-Harris Transfers 
Anderson 
E. M. Anderson has been trans- 
ferred from the Batavia, New York 
plant of the Massey-Harris Com- 
pany, to the Racine, Wisconsin, plant. 


He is to be purchasing agent there. 
. ¢ 4 


New Minneapolis-Moline Booklet 
Minneapolis-Moline Power Imple- 
ment Company announces its new 
book fully describing the modern 
Minneapolis farm tractors. 
— 


Warco Adopts New Idea for 
Annual Sales Conference 

The W. A. Riddell Company, Bu- 
cyrus, Ohio, has decided to eliminate 
waste time and energy by having its 
annual sales convention held during 
the week of the road show to be in 
Detroit, Michigan, January 9 to 15, 
1932. This announcement was made 
by N. E. Jersey, sales manager. The 
distributing organization will be en- 
tertained at a dinner, when import- 
ant announcements will be made, 
and plans and policies discussed, 
very much as has been done in the 
past at the Bucyrus meetings. 

As the selling organization usually 
goes to the annual convention and 


of the American Road 
Builders’ Association, anyway, the 
company feels that this arrangement 
for having the company convention 
at the same time and place will be 
more efficient. 

a 


road show 


Euclid Crane and Hoist Now 
Euclid-Armington Corporation 

The Euclid Crane and Hoist Com- 
pany, Cleveland, announces that its 
name has been changed to Euclid- 
Armington Corporation and _ that 
the road machinery division of The 
Euclid Crane and Hoist Company 
will manufacture and sell its line of 
earth moving equipment under the 
name of The Euclid Road Machinery 
Company of Euclid-Armington Cor- 
poration. 

The officers of The Euclid Road 


Machinery Company are: A. P. 
Armington, president and general 
manager; W. G. Fleming, vice- 


president and general sales manager ; 
H. J. Zimmerman, vice-president and 
works manager; S. F. Armington, 
secretary and chief engineer; G A. 
Armington, treasurer; and A. Hor- 
ton Bassett, assistant treasurer. The 
officers and personnel of Euclid- 
Armington Corporation remain the 
same as before the change. 


* * * 


Thumlert with Fairfield 
Engineering 

E. A. Thumlert, who for 20 years 
has specialized in engineering and 
sales work in connection with skip 
hoists, has joined the sales force of 
The Fairfield Engineering Company, 
Marion, Ohio. 

Mr. Thumlert was connected with 
the Beaumont Company for about 16 
years and for some time was secre- 
tary and general manager of that or- 
ganization. Later he was associated 
with the Palmer-Bee Company of De- 
troit as a special sales engineer in 
charge of design and sale of skip 
hoists and ash hoppers. 








These folks represent the Boehck Machinery Company, Incorporated, Milwaukee. 
Left to right are: Walter L. Hart; Roland R. Kelbe; Ann M. Krellwitz; W. M. 
Schneller, secretary; Walter Simandl; John H. Sprengler, and Paul X. Fitzpatrick. 


This company has a fine building and showroom and goes in for large i 


ations. 
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of the former institutions have sold 
to the same industries. 

The Victor Equipment Company 
will be under the management of the 
men who have contributed to the de- 
velopment of the two companies in- 
volved in this merger. L. W. Stettner 
as president will be assisted by E. L. 
Mathy as vice-president in charge of 
sales promotion advertising; George 
Pennington as vice-president and 


general manager of the Kimball- | 


Krogh division; Ronald Schlegel as 
vice-president and assistant to Mr. 
Pennington. 





Little Reminders That Bring 
Bigger Sales 
(Continued from page 21) 


the superintendent and master me- | 


chanic wanted to give me some busi- 
ness. For a long time they had laughed 
secretly at my efforts to sell high- 


priced hack-saw blades, which they | 
Because I had lost so | 
much time on that item, they wanted | 


couldn’t use. 


to make it up to me in some way. 


This experience marked the begin- | 


ning of my system for keeping a rec- 
ord of when customers are in the 
market for certain items. 

In addition to items ordered regu- 
larly, there are countless opportuni- 
ties to sell the customer things he 
would never ordinarily think of buy- 
ing. The observing salesman will un- 
cover many new sales opportunities 
by trips through the plant. On one 
such trip, for example, I noticed a 
large crew of men loading a boat. 
This was done with the aid of trucks, 
aching backs and plenty of cursing. 
It occurred to me that this work could 
be done much more easily with a 
crane truck, which lifts a large quan- 
tity of material, swings*it in an arc 
or carries it short distances. Natural- 
ly this customer was glad to hear of 
any device for reducing operating 
costs and a sale resulted. With 3 
men, this machine does the work 
formerly accomplished by 16. A boat 
is now unloaded in one day, where 
before two had been required. 

Much valuable business has been 
worked up through supplying cus- 
tomers with “hard to find” items, for 
every time they are helped by a sales- 
man on a matter of this kind, they 
feel duty bound to give him additional 
orders on more profitable business. 

Another worthwhile practice is to 
ask just before leaving a customer 
if there are any items you can help 
him on at the moment. It is reason- 











SELL MODERNIZATION with GROUP DRIVES 





HERE ARE SOUND SALES ARGUMENTS ~ ~* 





‘™ae rt | 


tet 
at mo TA 


— — 
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GROUP DRIVE 


Selected for Flexibility 
and EKceonomy 


Lj constant refinements in 
design necessitate readiness 
for frequent quick changes in 
manufacturing methods and ma- 
chine power requirements, the 
flexibility of group drives is recom- 
mended. Likewise, where a num- 
ber of machines in one room or on 
one floor are to be operated for the 
average manufacturing purposes, 
the group drive has been proven, 
beyond a doubt, the most economical arrangement. 


The initial cost of equipment is much less for group 
drives than for individual drives; consequently, the result- 
ant saving on depreciation and interest charges. 


The inefficiency of a number of small motors working a 
greater i of the time on low loads and the loss of 
electrical energy through the wires at relatively low 
voltage are items of expense frequently i o0c | 


Low power factor for a number of small motors is prac- 
tically always a penalty to be paid by the consumer. 
Maintenance is more pronounced in a few years’ life of 


a number of small motors as compared to that of one large 
motor and a number of belts and pulleys. 


Prominent, unbiased engineers, after careful study and 
accurate tests, have gone on record testifying to the truth 
of the above statements. Why not take advantage of the 
time and money spent and the experience gained by 
these men, and use group drives? 


American Steel Split Pulleys—engineered for the purpose 
of enhancing the most efficient operation of the group 
drive—are available from coast to coast. Ask your } er 
about “American” Transmission Products. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Avenue Philadelphia, Pa. 
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NEws of the Construction 
Equipment Field ¢ 


Merger Forms Ames-Baldwin- 
Wyoming Shovel Company 
A as the Ames-Baldwin-Wyo- 

ming Shovel Company, with 
headquarters at Boston and combined 
assets in excess of $7,000,000, has 
been organized by the merging of 
several companies. 

The consolidated company will 
comprise a group of seven plants: 
the Ames Shovel and Tool Company, 
Boston, two plants ; Pittsburgh Shovel 
Company, Pittsburgh; W yoming 
Shovel Company, Wyoming, Penn- 
sylvania; Baldwin Tool Company, 
Parkersburg, West Virginia; Hub- 
bard and Company, Pittsburgh, and 


Beall Brothers, Alton, Illinois. 
* * * 


NEW concern to be known 


Massey-Harris Transfers 
Anderson 
E. M. Anderson has been trans- 
ferred from the Batavia, New York 
plant of the Massey-Harris Com- 
pany, to the Racine, Wisconsin, plant. 


He is to be purchasing agent there. 
* * * 


New Minneapolis-Moline Booklet 


Minneapolis-Moline Power Imple- 
ment Company announces its new 
book fully describing the modern 
Minneapolis farm tractors. 

* x * 


Warco Adopts New Idea for 
Annual Sales Conference 

The W. A. Riddell Company, Bu- 
cyrus, Ohio, has decided to eliminate 
waste time and energy by having its 
annual sales convention held during 
the week of the road show to be in 
Detroit, Michigan, January 9 to 15, 
1932. This announcement was made 
by N. E. Jersey, sales manager. The 
distributing organization will be en- 
tertained at a dinner, when import- 
ant announcements will be made, 
and plans and policies discussed, 
very much as has been done in the 
past at the Bucyrus meetings. 

As the selling organization usually 
goes to the annual convention and 


road show of the American Road 
Builders’ Association, anyway, the 
company feels that this arrangement 
for having the company convention 
at the same time and place will be 
more efficient. 

x * * 


Euclid Crane and Hoist Now 
Euclid-Armington Corporation 

The Euclid Crane and Hoist Com- 
pany, Cleveland, announces that its 
name has been changed to Euclid- 
Armington Corporation and _ that 
the road machinery division of The 
Euclid Crane and Hoist Company 
will manufacture and sell its line of 
earth moving equipment under the 
name of The Euclid Road Machinery 
Company of Euclid-Armington Cor- 
poration. 

The officers of The Euclid Road 
Machinery Company are: A. P. 
Armington, president and general 
manager; W. G. Fleming, vice- 


president and general sales manager ; 
H. J. Zimmerman, vice-president and 
works manager; S. F. Armington, 
secretary and chief engineer; G A. 
Armington, treasurer; and A. Hor- 
ton Bassett, assistant treasurer. The 
officers and personnel of Euclid- 
Armington Corporation remain the 
same as before the change. 


* *« * 


Thumlert with Fairfield 
Engineering 

E. A. Thumlert, who for 20 years 
has specialized in engineering and 
sales work in connection with skip 
hoists, has joined the sales force of 
The Fairfield Engineering Company, 
Marion, Ohio. 

Mr. Thumlert was connected with 
the Beaumont Company for about 16 
years and for some time was secre- 
tary and general manager of that or- 
ganization. Later he was associated 
with the Palmer-Bee Company of De- 
troit as a special sales engineer in 
charge of design and sale of skip 
hoists and ash hoppers. 











These folks represent the Boehck Machinery Company, Incorporated, Milwaukee. 
Left to right are: Walter L. Hart; Roland R. Kelbe; Ann M. Krellwitz; W. M. 
Schneller, secretary; Walter Simandl; John H. Sprengler, and Paul X. Fitzpatrick. 


This company has a fine building and showroom and goes in for large i 


tions. 














SEPTEMBER, 1931 


MILL SUPPLIES 








of the former institutions have sold 
to the same industries. 

The Victor Equipment Company 
will be under the management of the 
men who have contributed to the de- 
velopment of the two companies in- 
volved in this merger. L. W. Stettner 
as president will be assisted by E. L. 
Mathy as vice-president in charge of 
sales promotion advertising; George 
Pennington as vice-president and 
general manager of the Kimball- 
Krogh division; Ronald Schlegel as 
vice-president and assistant to Mr. 
Pennington. 





Little Reminders That Bring 
Bigger Sales 
(Continued from page 21) 

the superintendent and master me- 
chanic wanted to give me some busi- 
ness. For a long time they had laughed 
secretly at my efforts to sell high- 
priced hack-saw blades, which they 
couldn’t use. Because I had lost so 
much time on that item, they wanted 
to make it up to me in some way. 

This experience marked the begin- 
ning of my system for keeping a rec- 
ord of when customers are in the 
market for certain items. 

In addition to items ordered regu- 
larly, there are countless opportuni- 
ties to sell the customer things he 
would never ordinarily think of buy- 
ing. The observing salesman will un- 
cover many new sales opportunities 
by trips through the plant. On one 
such trip, for example, I noticed a 
large crew of men loading a boat. 
This was done with the aid of trucks, 
aching backs and plenty of cursing. 
It occurred to me that this work could 
be done much more easily with a 
crane truck, which lifts a large quan- 
tity of material, swings*it in an arc 
or carries it short distances. Natural- 
ly this customer was glad to hear of 
any device for reducing operating 
costs and a sale resulted. With 3 
men, this machine does the work 
formerly accomplished by 16. A boat 
is now unloaded in one day, where 
before two had been required. 

Much valuable business has been 
worked up through supplying cus- 
tomers with “hard to find” items, for 
every time they are helped by a sales- 
man on a matter of this kind, they 
feel dutv bound to give him additional 
orders on more profitable business. 

Another worthwhile practice is to 
ask just before leaving a customer 
if there are any items you can help 
him on at the moment. It is reason- 
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SELL MODERNIZATION with GROUP DRIVES 
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GROUP DRIVE 


Selected for Flexibility 
and Economy 


Lj constant refinements in 
design necessitate readiness 
for frequent quick changes in 
manufacturing methods and ma- 
chine power requirements, the 
flexibility of group drives is recom- 
mended. Likewise, where a num- 
ber of machines in one room or on 
one floor are to be operated for the 
average manufacturing purposes, 
the group drive has been proven, 
beyond a doubt, the most economical arrangement. 


The initial cost of equipment is much less for group 
drives than for individual drives; consequently, the result- 
ant saving on depreciation and interest charges. 


The inefficiency of a number of small motors working a 
greater ~~ of the time on low loads and the loss of 
electrical energy through the wires at relatively low 
voltage are items of expense frequently overlooked. 


Low power factor for a number of small motors is prac- 
tically always a penalty to be paid by the consumer. 


Maintenance is more pronounced in a few years’ life of 
a number of small motors as compared to that of one large 
motor and a number of belts and pulleys. 


Prominent, unbiased engineers, after careful study and 
accurate tests, have gone on record testifying to the truth 
of the above statements. Why not take advantage of the 
time and money spent and the experience gained by 
these men, and use group drives? 


American Steel Split Pulleys—engineered for the purpose 
of enhancing the most efficient operation of the group 
drive—are available from coast to coast. Ask your dealer 
about “American” Transmission Products. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Avenue Philadelphia, Pa. 


INN 


"HANGERS | PULLEYS 








108 


MILL SUPPLIES 








Copper Tubing 


Seamless. Sizes—from ys to 1% 
in, O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from vs to 1% 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from 7; to 144 
in, O. D. any gauge. 


Coils and Bends 


—all shapes .and sizes which use 
tube from 7s to 144 in. outside 

i » any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 
for prices. 


_ WOLVERINE TUBECO. 


Py - A\BRASS & ALUMINUM 










SEAMLESS COPPER 


1451 Central Ave. Detroit, Mich. 








Sheet Metal Truck Style 44 





CHASE TRUCKS 


A Substantial Line 
for Distributors 


These strong, 
trucks give 


smooth running 
thorough customer 
satisfaction at minimum cost. 
Their uses are manifold — their 
market almost unlimited. You can 
do a steady, year-round business 
with this well established line at 
a profit that pays you well for 
your efforts. 


Style BB50 





Send for cataiog No. 300 


THE CHASE FOUNDRY & MFG. CO. 
COLUMBUS, OHIO 


Manufacturers of Roller Bearing Trucks and 
Industrial Cars of all kinds. 








able to assume that a buyer will know 
all about the ordinary items on his 
list such as bolts, rivets, nuts and the 
like. When he really needs help, it 
is on the out-of-the-ordinary items 
that come up for purchase. 


I find that helping buyers is a game | 


in itself. One winning move in the 
game is to save old catalogs instead 
of destroying them as soon as a new 
issue is out. By supplementing my 
own knowledge of tools, parts, and 
so on with frequent consultations 


with these old catalogs, I can, in a | 


few minutes answer many of the puz- 
zling questions put to me. 

None of these ideas are new, per- 
haps. They are really only a part of 
that old fundamental which I believe 
to be the secret of selling industrial 
supplies — know what the customer 
needs and then see that he gets it. 


| Selling Cutting Tools Successfully 


Calls for Specialization 
(Continued from page 27) 
would seem to fully justify such a 

specialist. ! 

Distributors cannot stand - still. 
They either back up or go ahead in 
their job of serving industry econom- 
ically. If, in the last 10 years many 
manufacturers have found it advis- 
able to sell cutting tools direct to large 
accounts, there must be some reason 
for it. Are your general line sales- 
men capable of telling a factory su- 


perintendent when he is using the | 


wrong file; that he is using a 10-tooth 


| hack saw blade when a 14-tooth would 


| 
| 


give him better and more economical 
service; that the drills he is using in 
an automatic should have an angle of 


| 54 degrees instead of the 45 degrees 


he is using? Someone must be able 


| to do this kind of work if you expect 
| users to buy your line of cutting tools. 


The factory superintendent is not go- 


| ing to blame himself for the failure 


| is in the wrong. 





of your tools to stand up even if he 
Someone must be 
able to show him how a tool is being 
misused if such is the case. 

Distributors, because of their con- 
venient location and ample stocks, are 
fitted to service all buyers of cutting 
tools and they are certainly passing 
up a real opportunity if they miss out 
on getting their share of the business 
because of not being able to furnish 
the buyer with the proper informa- 
tion. 

Perhaps the fact that cutting tools 
have been sold by distributors for so 
many years has lulled them into the 











NOW! 


-.. a de 
pendable, 
all - pur- 
pose, fast, ‘ 
rate, small power saw . . . just what you've 
always wanted to sell your customers for 
the odd jobs and the small work that costs 
too much to do on the regular band or cir- 


cular saws or by hand . . . the 
Electra-Keen 


FOLEY Jig Saw 


Makes all kinds of cuts. . . rip or cross 
cut. . . straight, angular, circular or scroll. 
Cuts up to 2-inch stock of hardest lumber. 
Fast, smooth-cutting . . . patented Counter 
Balancer and Silencer reduces vibration to 
a minimum. Saw draws away from cut on 
upstroke, preventing back drag. 10-inch 
tilting table, rigid one-piece frame. . . 
finest material and workmanship throughout. 
Portable—can be clamped to any work 


bench. 

with % h.p. motor and 
Only $35 4 blades (2 for wood, 
2 for metal cutting). Special table with 
adjustable guides, $7.50 extra. 


accu- 


Write us today for full information and 
industrial distributor's discounts. 


Foley Mfg. Co. 


46 Main St. N. E., Minneapolis, Minn. 

















A New 
‘“‘Always 
: ’ 
Reliable”’ 
Torch 
for 
Mechanics 
No. 91 Quart Torch, Cov- 
ered by Patents. Addi- 
tional Patents Pending. 
The No. 91 gasoline torch is the latest 
“ALWAYS RELIABLE” torch and is fitted 


with an imp@oved burner for which a patent 
has been applied. It will burn indefinitely 
with a blue hot flame before a thorough 
cleaning is necessary. It can then be cleaned 


quickly. 
This torch is fitted with the following new 
features: 

1—It has a spiral spring in burner 


pipe, which when turned by looped 
handle, loosens carbon which then 
passes through the burner pipe and 
burner block in the form of sparks. 
2—The flame can be turned very low 
and still be under perfect control 
of pressure. 
3—The cleaning needle is attached to 
burner needle, which keeps the hole 
in the burner block open at all 
times. 
4—The blunt burner needle fits into 
open channel. No orifice to be 
enlarged. 
This torch is also fitted with all the other 
improved patented features already embodied 
in the other models of the famous ‘‘ALWAYS 
RELIABLE” torches. 
The No. 91 torch is always equipped for gaso- 
line, unless specified for kerosene. A sample 
will be sent for test and examination upon 
request. 
We make all kinds of Torches and Furnaces. 
Order through your jobber who will give you 
prompt service and satisfactory prices. 


OTTO BERNZ CO., INC. 


Newark, New Jersey 
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belief that they are getting the larg- 


est part of the business. The present | 


tendency toward hand-to-mouth buy- 
ing should increase the distributor’s 
chances to break into new accounts 
and strengthen his position with old 
ones, but if he is to hold this busi- 
ness he must bear in mind that, pri- 
marily, cutting tools are sold on per- 
formance. If his line of tools is not 
giving the proper service, it is up to 
him to find out why and suggest a 
remedy. 


If cutting tools could be sold and 


forgotten, the task of corralling the | 
available business would be compara- | 
tively simple, but unfortunately, a 


good tool in the hands of a poor 


workman, or in a badly maintained | 


machine will function 


ought to. 


not as 


Handling Rental Business at a 
Profit 
(Continued from page 104) 
been reflected in his bill to his cus- 
tomer. 


at | 


After all how many contrac- | 


tors really charge for interest, depre- | 
ciation on equipment and idle time? | 


In our rental activities, we must 


perforce recognize the small contrac- | 


tor or beginner. We are glad to do 


that, because experience has taught | 


us that at least 75% of the present 
large contractors began as one-man 


concerns with perhaps but a single | 


job to start them out. We do, how- 
ever, draw the line in the case of the 
fellow who is known, by reputation, 
to be illegitimate in his methods. We 
refuse to rent to him under any con- 
ditions. He isn’t going to get very 
far anyway. 

Credits have to be watched in this 
department as in any other, but we 
lose practically nothing through poor 
credit on rentals. We demand the 
first rental period in advance in cash, 
unless the customer is one who has 
a regular open account on our books, 
and I can safely say that at least 99 % 
of our bills are collected. Further- 
more, there is a law in California 
that, after labor and materials are 
paid for, rent comes next. 


though it is seldom necessary to ex- 
ercise them. 


Our regular machinery salesmen | 
handle rentals also and they are rec- | 
ompensed by a percentage of the 
gross profit on all rentals that they | 
put through. 


There- | 
fore, we have lien rights on the job, | 


New Shafer 
Normal Duty 
Pillow Block 






“MORE FOR 
THE MONEY” 


—that’s why plants everywhere are using the new 
y P y g 


Normal Duty Line of Shafer Roller Bearing Units 


More in all the features of performance 
(without a price premium) explains the 
tremendous immediate demand for 
these new Shafer units. Users in your 
territory need Shafer normal duty units. 
Roller bearing reliability, longer life, 
generous load capacity—these fea- 
tures make Shafer prices attractive. 
Representative distributors are 
already securing substantially in- 


SELF- ALIGNING 


SHAFE 


creased Shafer profits. The normal 
duty line in addition to the estab- 
lished standard duty line of Shafer 
units provides a type and size for 
every plant requirement. 

You can take advantage of this 
situation in your territory now. Write 
for bulletins describing Shafer 
Bearing products and giving liberal 
distributor's discounts. 


R 


ROLLER BEARING UNITS 
for Normal Duty 





Shafer Normal 
Duty Flange Unit 


All Shafer units have double- 
row Shafer self-aligning roller 
bearings and are shipped 
promptly from stock. 








Shafer Normal 
Duty Take- up Unit 


Two complete lines make it 
easy to meet every need. The 
new normal duty line supple- 
ments the established Shafer 
line of standard duty units. 


Shafer Double Row 
Self-Aligning Roller Bearing 


SHAFER BEARING CORPORATION 
6501-99 W. Grand Ave., Chicago, Ill. 











MS9-Gray 
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One 
Distributor 
Said: 


| 
“Your last ad in Mill Supplies | 


opened our eyes.” 
He referred to our ad “Speaking of | 
Sales Opportunities”. 


“We made an investigation of our 


small tool business compared to the | 


potential sales we should do in this 
fertile territory. We were surprised 
to find we weren't getting to first base 
and we decided to discover where the | 
trouble lay. 


“At our regular Saturday morning | 


sales meeting we went into the matter 
account for account. There was in- 
tense interest, because the men say 
they prize small tool business as it has 
been their experience that where they 
are ‘in’ on small tools it is easy to sell 
other lines. 


“Strange as it may seem, the 
thought in your last ad was the un- 
derlying reason that most of the men 
advanced for lack of drill and reamer 
sales—our line is not presenting new 
sales opportunities — it has not kept 
pace with the demands of industry 
and the other fellows (you among 
them) are walking all over us in this 


field. 


“So now we are investigating—what 
is this W&B franchise you ’re talking 
about? Tell us about it.’ 


(No, he’s not a W&B distributor, 
yet, but we believe he will be soon.) 


We think Whitman & Barnes has 


the soundest merchandising plan ever 
offered in the small tool field. After 
checking your present line you, too, 
may find it advisable to investigate 
the W&B franchise. No better time 
than now to look into these matters. 
Write today for particulars. 


WHITMAN & BARNES" 


INCORPORATED 
DETROIT, MICH. 


Chicago New York 








BUSINESS TIPS 


ANSONIA, CONN. — American 
| Brass Co., Waterbury, Conn., will 
build 2-story addition to plant on 
Canal St. to cost about $45,000 with 
, equipment. 
* * * 
BALTIMORE, MD. — Baltimore 
| Ship Repair Co., 821 Key Highway, 
| | plans to build a one-story 30 by 70 
ft. addition to shop at an estimated 
| cost of $40,000. 
| x * * 
BROOKLYN, N. Y. — Marrin 
| Mfg. & Supply Co., Inc., has been 
| organized by William J. Marrin, 82 
| 165th St., Jamaica, L. I., and asso- 
' ciates with capital of $10,000. Com- 
| pany plans to operate plant at Brook- 
lyn for production of tools, marine 
equipment and other mechanical spe- 
| cialties. Paul A. McLaughlin, 3900 

Greystone Ave., Bronx, New York, 

| is one of the incorporators. 
* * * 

CHICAGO, ILL.—C. C. Issacson 
and W. E. Kane having recently or- 
ganized the Central Gear Products 
Corp., 2124 Marshall Blvd., plan 
operation of local plant for making 
small gears and gearing systems. 

x * * 

DAYTON, O.— Homan Plating 
-o., Second and Taylor Sts., have 
asked bids on general contract for 
| one-story addition, 75 x 105 ft., to 
cost more than $40,000 with equip- 
ment. William J. Huhn, 204 Mc- 
Clure St., is architect. 

x * * 


EAST ST. LOUIS, ILL.—Vir- 
ginia-Carolina Chemical Co., Rich- 
mond, Va., will start work on first 
unit of new branch plant for making 
/commercial fertilizers, to be one 
story, 160 x 400 ft., and estimated 
to cost more than $100,000 with 
equipment. General contract has been 
awarded to Austin Co., Euclid Ave., 
Cleveland. Completion is scheduled 
for December 1. 

x * * 


EAST WORCESTER, MASS.— 
S. H. Brooks, Jr., superintnedent, 
Sewer Dept., Worcester, Mass., has 
asked bids on general contract for a 
3-story equipment and mechanical 
shop, 50 x 175 ft., to cost more than 
$125,000 with equipment. R. C. Gor- 
rani, 175 Green St., is architect. 





* * * 
FAYETTEVILLE, N. Y.—Board 








New Factories and Additions’ 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








of Education plans to install manual 
training equipment in 3-story high 
school to cost about $380,000 in 
which amount bonds have been voted. 
Bids have been taken on general con- 
tract and work on superstructure will 
soon begin. Carl C. Ade, 89 East 
Ave., Rochester, N. Y., is architect. 
‘ss 

FT. WAYNE, IND. — Zoliner 
Machine Co., Duluth, Minn., has let 
contract to Buesching and Hagerman 
Company, 402 E. Superior St., Ft. 
Wayne, for one-story plant, 50 x 150 
ft., to cost about $45,000 with equip- 
ment, 

* * * 

HARRISBURG, PA.—Charles J. 
Dunkle, 1900 Derry St., and associ- 
ates have organized the Fuel Econo- 
mizing Corp., to operate local plant 
for making mechanical blowers, heat- 
ing and temperature control devices 
and kindred qeuipment. J. M. Dunkle 
will be an officer of the new firm. 
D. Eugene Shenk, Palmyra, Pa., is 
treasurer. 

* * * 

HIBBING, MINN.—Bids on gen- 
eral contract for three one-story 
additions to plant of Interstate Iron 
Mining Co., have been asked. Build- 
ings will be used for storage and 
distributing service and will be built 
at a cost of about $60,000 with 
equipment. 

x * * 

LAWRENCE, MASS. — Law- 
rence Braiding Machine Co., Inc., 
recently formed by Leo M. Trilling, 
61 Stearns Ave., and associates will 
operate local plant for making spe- 
cial machinery and parts. John Bol- 
ton is president and Mr. Trilling 
treasurer. 

x * x 

MANISTEE, MICH. — Manistee 
Paper Box Co., organized by Frank 
Fales, Saginaw, Mich., and Glenn 
Larsen, Manistee, will make folding 
paper boxes and containers. Com- 
pany will buy and remodel Manistee 
plant of American Paper Box Co. 
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MANITOWOC, WIS.—Schuette 
Construction Co. will erect new Man- 
itowoc Vocation School, 80x 230 ft. 
and 53 x 100 ft., all two stories and 
basement. With shop tools and other 
equipment cost will be approximately 
$250,000. 


* * * 


NEWARK, N. J.—Adams Nickel 
Plating Co. has been organized with 
capital of $125,000 to take over and 
expand company of same name with 
local plant at 48 Adams St. 

* ¢ 

NORRISTOWN, PA. — Penn 
Tack Co. plans to rebuild part of its 
plant which was recently burned. 

«© @ 

NUNDA, N. Y. — Ward Van 
Gilder and associates have organized 
Nunda Process Co., with capital of 
$10,000. It is planned to operate 
local plant for manufacture of special 
machinery, including machines for 
cementing leather on shoes. Samuel 
Muscarolla, Nunda, is interested in 
the new firm. 

* * * 

PENDLETON, IND.—Pendleton 
Water Co. plans to install deep-well 
pumping machinery and accessory 
equipment in connection with a local 
water supply system. Harry L. Tirs- 
way is head of the company. 

* * * 

PHILADELPHIA, PA. — Cort- 
right Metal Roofing Co., 2218 Chest- 
nut St., have purchased 4-story fac- 
tory and adjoining buildings at Co- 
lumbia Ave. and Mascher St. and 
will occupy for new plant. 

* * x 

PITTSBURGH, PA.—Pittsburgh 
Cut Stone Co., 5116 Cypress St., will 
build new one-story plant, 170 x 200 
ft., to cost about $60,000 with equip- 
ment. General contract has been 
awarded to F. Hoffman Co., 901 
Wood St. Part of unit will be 2- 
story. Hunting, Davis and Dunnells, 
Century Bldg., are architects. 

* * * 

PRYOR, OKLA. — City Council 
has authorized plans for a municipal 
electric light and power plant to cost 
more than $70,000 with machinery. 
V. V. Long and Co., Colcord Bldg., 
Oklahoma City, Okla., are the con- 


sulting engineers. 


* * * 


SACRAMENTO, CAL. — Board 
of Education has asked bids on gen- 
eral contract for a one-story addition 
to high school, to be equipped as a 
manual training shop for metal-work- 


ing, woodworking, automobile repair 
instruction and other departments, 
for which list of tools and equipment 
will soon be arranged. It will cost 
about $60,000. Jens C. Petersen, 826 
Twenty-sixth St., is architect. Charles 
Hughes is superintendent of the 
board. 

x * Ox 

SEATTLE, WASH. — Pacific 

Hoist and Derrick Co., 818 First 
Street, South, will build one-story 
storage, distributing and service build- 
ing to cost about $40,000 with equip- 
ment. General contract has been 
awarded to General Construction Co., 
Colman Bldg. William Jones, Lum- 
ber Exchange Bldg., is architect. 

= © 

SHELDON, TEX.—Benjamin N. 
Garrett and associates will soon build 
a new wood distillation plant near 
San Jacinto River. Six thousand 
acres have been purchased there. 

* ¢ 6 

STRASBURG, O.—Board of Ed- 
ucation is contemplating the installa- 
tion of manual training equipment in 
new 2-story senior and junior high 
school to cost about $100,000, for 
which plans are being drawn by R. F. 
Medieus Engineering Co., Home Sav- 
ings and Loan Bldg., Youngstown, 
Ohio, architect and engineer. 

To 

SUPERIOR, WIS.—Great Lakes 
Dredge and Dock Co., 228 Plymouth 
Bldg., Minneapolis, will construct 
new timber and concrete coal dock, 
200 ft. long, to cost about $140,000. 
General contract has been awarded 
to Peppard and Fulton Co., 1507 
Tower Ave., Superior. 

eS 2 

TAFT, OKLA.—State Board of 
Affairs, State Capitol Bldg., Okla- 
homa City, Okla., will build five in- 
dustrial buildings at State institute 
for deaf and blind negroes, to be one- 
story and basement, 40 x 100 ft., at a 
cost of $125,000 with equipment. 
Layton, Hicks and Forsyth, Braniff 
Bldg., is architect. General contract 
has been awarded to H. W. Under- 
hill Construction Co., Braniff Bldg. 

. 

TOLEDO, O.—International Har- 
vester Co., Chicago, will build a one- 
and two-story factory branch, stor- 
age, distributing and service building, 
160 x 176 ft. and 175 x 214 ft., to 
cost about $150,000 with equipment. 
Company engineering department is 
in charge. John Hupman, 384 S. Erie 


St., Toledo, is local branch manager. 











Look to Your 
Handling 


Costs --- 


they can steal too much from 
Net Profit. Handling Costs 
—Handling Equipment— 
Handling Problems—are you 
giving them the attention 
they deserve in your busi- 
ness? We can point to scores 
of plants where the loss in 
net profits, traceable directly 
to inefficient handling, was 
appalling. We know many 
manufacturers who have 
saved thousands of dollars by 
paying strict attention to the 
details of moving materials. 


Bond, makers of quality 
casters and power transmis- 
sion equipment, would like 
you to bring your caster 
problems to them. They have 
solved intricate questions for 
countless plants — Consult 
them on your material han- 
dling problems. 





23-A Series 
With Semi-Steel Base 


Made in various types of wheels: 


Plain 


bearing, Roller-bearing, Rubber tired, 


Thread Guard, etc. 


oO , pal. OFF 
eee 


Foundry & Machine Co. 


Manheim, Lance. Co., Pa. 

Phila. Office: 617 Arch St. 

N. Y. Office: 256 Broadway 
Chicago Office: 39 S, Clinton St. 








MILL SUPPLIES 
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BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


Index to Advertisements on Page 122. 
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Columbus Anvil & Forging Co. 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 


ARBORS 
Brown & Sharfe Mfg. Co. 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
Whitman & Barnes, Inc. 


ASBESTOS PRODUCTS 
Manhattan Rubber Mfg. Division 


BABBITT METALS 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Monarch Metal Co 


BARROWS 
The Fairbanks Company 


BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Codge Manufacturing Corporation 
Sprout, Waldron & Co., Inc. 

T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B, Wood’s Sons Co. 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
Shafer Bearing Corp. 

S K F Industries, Incorporated 
Sprout, Waldron & Co., Inc. 


BELT DRESSING 
E. C. Atkins & Co. 
Beltonic Products Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon — Co. 
Kant-Slip Mfg. 
Richmond Belt a Mfg. Co., 
Inc. 


BELT FASTENERS 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 


BELT LACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
Johnson Belting Co. 


BELT SHIFTERS 
T. B. Wood’s Sens Co. 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 
T. B. Wood's Sons Co. 


BELTING CANVAS 
Hettrick Mfg. Co. 
Johnson Belting Co. 
Thermoid Rubber Company 


BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Ciamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Hettrick Mfg. Co. 

Manhattan Rubber Mfg. Division 

Republic Rubber Co. 

Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Johnson Belting Co. 


BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Johnson Belting Co. 


BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Manhattan Rubber Mfg. Division 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, THRESHER 
Goodyear Tire & Rubber Co., Inc. 
Hettrick Mfg. Co. 

Johnson Belting Co. 
Manhattan Rubber Mfg. Division 
Thermoid Rubber Co. 


BELTING, “Vv” 
Chicago Rawhide Mfg. Co 
Le oy Rubber Mfg. Co. 

H. Gilmer Co. 

a a. Tire & Rubber Co., Inc. 
Johnson Belting Co. 
Manhattan Rubber Mfg. Division 
The Republic Rubber Co. 


BELTS, WELL DRILLING 
Goodyear Tire & Rubber Co., Inc. 
Thermoid Rubber Co. 


BENCHES, STEEL 
Standard Pressed Steel Co. 


BITS, SCREWDRIVER 
Millers Falls Co. 


BITS, TOOL HOLDER 
Armstrong Bros. Tool Co. 
Simonds Saw & Steel Co. 

The Vincent Steel Process Co. 
J. H. Williams & Co. 


BLOCKS, CHAIN 
Ford Chain Block Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 


BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Cerporation 
W. A. Jones Fdy. & Machine Co. 
Shafer Bearing Corp. 
S K F Industries, Inc. 
2} Waldron & Co., 
¥. Wood’s Sons Co. 


BLOWERS, FORGE 
Electric Blower Company 


BLOWERS, os AND OIL 
COMBUSTION 
Electric Blower asa 


BLOWERS, PORTABLE, 
ELECTRIC 
Electric Blower Company 


The Standard Electrical Tool Co. 
United States Electric Tool Co. 


BOILERS, TUBULAR AND 
WATER TUBE 
Henry Vogt Machine Co. 


BOLTS, CARRIAGE 
Buffalo Bolt Co. 
Clark Bros. Ay “" 
Neely Nut & Dolt Co 
Russell, Burdsall & Ward Bolt & 
Nut Co. 


BOLTS, COACH OR LAG 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 
Neely Nut & Bolt Co. 


BOLTS, EYE, HOOK, RING AND 


Armstrong Bros. Tool Co. 
Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

J. H. Williams & Co. 


BOLTS, MACHINE 
Batis Bolt Co. 
Clark Bros. Bolt ‘4 
Neely Nut & Bolt 
Russell, Burdsall & War Bolt & 
Nut Co. 


BOLTS, SINK, STOVE AND 
PLOW 


American Screw Co. 

Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

Russell, Burdsall & Ward Bolt 
& Nut Co. 


BOLTS, STUD 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BOXES, TOOL 
H. Gerstner & Sons. 


BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corporation 
T. B. Wood’s Sons Co. 


BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 


BRASS GOODS, STEAM 
American Injector Co. 
Penberthy Injector Co. 

The D. T. Williams Valve Co. 


BRAZERS 
The Turner Brass Works 
P. Wall Mfg. Supply Co. 


BRONZE BARS, CORED AND 
SOLID 


Arthur Harris & Co. 
M. L. Oberdorfer Brass Co. 


BROOMS, FACTORY, WARE- 
HOUSE AND RAILROAD 
Indianapolis Brusn & Broom Mfg. 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, BENCH, FLOOR, 
ETC. 


Indianapolis Brush “& Broom Mfg. 
The Milwaukee Brush Mfg. Co. 


The Osborn Manufacturing Co. 
Sullivan Brush Co. 


BRUSHES, MOTOR 
Joseph Dixon Crucible Co. 


BRUSHES, PAINT AND 
VARNISH 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, WIRE, FLUE, ETC. 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, WIRE WHEEL 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BUCKETS, ELEVATOR 
Dodge Mfg. Corp. 
Illinois Malleable Iron Co. 


BUFFERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Jas. Clark, Jr., Electric Co. 
snenes Electrical Tool Co. 
A. Strand & Co. 
United States Electrical Tool Co. 


BUSHINGS, BRONZE 
Arthur Harris & Co. 
M. L. Oberdorfer Brass Co. 
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CALIPERS 
Brown & Sharpe Mfg. Co. 
The L. S. Starrett Co. 


CANS, OILY WASTE 
Geo. W. age Mfg. Co. 
Harker Mfg. 
P. Wall Mfg. , = Co. 


CANS. SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 


CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car ial Co. 
Rowell Mfg. 
Safety Wrench & Appliance Co. 


CARTS, PUSH 
The Fairbanks Company 


CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 


eae BRONZE AND 
ALUMINUM 


. }™ Harris & Co. 
Tt. Wood’s Sons Co. 


CASTINGS, GRAY, MALLEABLE 
Brown & Sharpe Mfg. Co. 

Illinois Malleable Iron Co. 

T. B. Wood’s Sons Co. 


CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
T. B. Wood’s Sons Co. 


CATALOGUES 
R. R. Donnelley & Sons Co. 


CEMENT, BELT 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc. 


CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 


CHARGING WAGONS 
The Fairbanks Co. 


CHISELS, COLD 
Stanley Electric Tool Co. 


CHUCKS, DRILL AND TAP 
Millers Falls Co 
Morse Twist Dein & Machine Co 
The Standard Tool Co. 


CHUCKS, LATHE 
Cushman Chuck Co. 


CLAMPS, BELT 
T. B. Wood’s Sons Co. 


CLAMPS, “C” 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 


CLAMPS, HOSE 
Boston Woven Hose & Rubber Co. 
Dixon Valve & Coupling Co. 


CLAMPS, GIRDER 
Bond Foundry & Machine Co. 


CLEANERS, FLUE 
The Milwaukee Brush Mfg. Co. 


CLOCKS, —= ROOM 
J. E. Lonergan Co. 





